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Story of the Week 


Mrs. Brass Hat admonished her 
maid on the eve of a _ cocktail 
party: “Don’t forget, now. If you 
spill anything, I'll fire you tomorrow.” 

“Take it easy, Mum,” smoothed 
the maid. “I won’t tell nobody noth- 
ing ’bout your goings-on while your 
husband is away.” 


Gags of the Week 


Legally, the husband is the head 
of the house—and the pedestrian has 
the right of way. 

Both husband and pedestrian are 
fairly safe unless they try to exercise 
their rights. 


Ending a. Canasta game the other 
night a young mother sounded off 
about the so-called “luxury” excise 
taxes. 

“Why,” she wound up, “there’s 
even a 20% tax on a can of talcum 
powder for babies. If you ask me, 
that’s getting so low it’s practically 
close to the bottom.” 


Quote of the Week 


“I am just a little tired of the 
human race.’’—CYRUS CHING, Federal 
mediator of nationwide disputes. 


Aphorism of the Week 


“Freedom of speech means that 
even a donkey has a right to bray.” 
—ANON. 


Profound Observation 


“History repeats itself. An arche- 
ologist has reported that Europe 
touched America millions of years 
ago.”—-Oregon Purchasing News. 


Hollywood Joke 


Jimmy Durante told Don Ameche 
one evening. that he had found a 
really high class eating place. Quote 
Durante: 

“I just saw a waiter walking across 
the floor with something on a flam- 
ing sword.” 

“What was it? asked Ameche. 


“A customer who left only a $5 
tip.” 


Everybody Is Pressing 
But Us 


The United States needs one more 
pressure group, Everett M. Dirksen 
told a luncheon meeting of the 
Audit Bureau of Circulations in Chi- 
cago recently. And this politicai 
force should be made up of average 
citizens who want good, sound dur- 
able government. 


“Government is our biggest busi- 
hess, with a payroll of 2,200,000 per- 
Sons and an annual turnover of 500,- 
000." Mr. Dirksen pointed out. Its 
Sig: ntic size has caused those who 
are spending OUR money to lose 
thei. sense of values. 

In illustration he cited an attempt 
made to resolve confusion in the 
Bur .u of Indian affairs while he 
was a member of Congress. 

4 ter several months of investiga- 


tio’ and patient study of a lengthy 
do: ment from that bureau, Dirksen 
Con.essed that he was not sure what 
an dian was. He did learn that any- 
on with one sixty-fourth Indian 


bl od could qualify for government 
jouts and that, for this reason, 
th. Indian population apparently is 
he increase. 


‘© also learned there are 393,000 
© these presumably qualified Indians 
© government payrolls. Concurrently 
hore than 12,000 government em- 
I s€S—or one to each 32 Indians— 
“ © receiving money to look after 
treir welfare. 


Mr. Dirksen further pointed out 
(Concluded on Page 7, Column 1) 
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Dan Robertson Buys 
Universal Cooler 


Co. of Canada 


NEW YORK CITY—C. Russell 
Feldmann, chairman of the board of 
Newport Steel Corp., has announced 
the sale of its wholly owned subsidi- 
ary Universal Cooler Co. Ltd. of 
Canada to Dan Robertson, president 
of Universal Cooler Co. of Canada in 
Bradford, Ont., Can. 

Robertson, who also has been gen- 
eral manager of the Universal Cooler 
Div. of Newport Steel Corp. in 
Marion, Ohio, manufacturer of con- 
densing units, will continue as gen- 
eral manager of the Universal Cooler 
Div. in the U..S. Robertson has been 
president of the Canadian firm since 
1933 and general manager of the 
American Universal Cooler organiza- 
tion since 1947. 

There will be no change in the 
manufacturing and sales policies and 
personnel of either the Canadian or 
U. S. Universal Cooler organizations, 
Robertson stated. 


L&H Starts Delivery 
On Refrigerator Line 


MILWAUKEE—A. J. Lindemann 
& Hoverson Co., manufacturer of 
home appliances, announces the addi- 
tion of two new products to be 
manufactured under the “Lectro- 
Host” trade name—a line of electric 
refrigerators and home freezers. 

The new line of refrigerators will 
consist of five models ranging from 
71% to 9 cu. ft. in capacity. Delivery 
of the refrigerators was started on 
Nov. 7. Delivery of home freezers 
is expected to begin after Jan. 1. It 
is reported that both lines will be 
manufactured by an. established 
manufacturer of refrigerators. 

An extensive sales promotion cam- 
paign is planned with advertisements 


appearing in the Ladies Home 
Journal, Saturday Evening Post, 
Good Housekeeping, and Sunset 
magazines. 


In addition, the company is offer- 
ing several néw electric ranges, in- 
cluding double-oven models with six 
and four cooking units. Two new 
apartment-sized electric ranges are 
also being produced, as well as three 
mvucels for rural and small com- 
munity use which have heating facili- 
ties to supplement the electric cook- 
ing units. 


Peter T. Wotton Heads 
Typhoon Advertising 


NEW YORK CITY—Typhoon Air 
Conditioning Co., Inc., has appointed 
Peter T. Wotton as advertising and 
publicity director, 
according to an 
announcement by 
James F. Dailey, 
president of Ty- 
phoon. 

Edward L. Gar- 
field, secretary- 
treasurer of Ty- 
phoon, who has 
managed the 
firm’s advertising 


‘ 
: 
~ 


and publicity in 
the past, will re- 
tain executive 
Peter _ A Wotton supervisory con- 
trol. He will devote more time to 


Typhoon’s current expansion and de- 
velopment of the company’s new 15 
and 20-ton units. 


Wotton, who from 


graduated 


Princeton in 1942, has spent the last 
three years with Benton & Bowles 
advertising agency, where he was a 
member of the publicity department. 


4 Refrigerators 
In Harvester 


Line for 1950 


EVANSVILLE, Ind.—With Inter- 
national Harvester’s 1950 line of re- 
frigerators now being shown to 
dealers, accent is on what women like 
best for kitchen practicality. 

The dealer showings, which follow 
a two-week series of regional meet- 
ings in five key areas for distributors 
and field men, feature models in the 
7.4-cu. ft., 8.4-cu. ft., 8.7-cu. ft., and 
9.5-cu. ft. capacities. 

Promoted as the “femineered’’ line, 
the International Harvester refrig- 
erators are said to incorporate de- 
sign features that the company 
found most popular in a survey of 
thousands of housewives. 

A large advertising campaign has 
been built around functional-feature 
construction of the refrigerators. At 
sessions that distributors and district 
personnel are still conducting in their 
areas, dealers are being instructed in 
the effective use of manufacturer- 
supplied advertising and sales aids. 

Among them are newspaper mats, 
billboard posters, radio  transcrip- 
tions, television trailers, full-color 
specification sheets, catalogs, direct 
mail pieces, as well as eye-catching: 
banners, window’ streamers, and 
posters. 

To supplement activity on the loca) 
level, International Harvester officials 
indicated that the company is pur- 
chasing color pages in several na- 
tional consumer publications. 

Emphasis in the advertising will 
be on these practical kitchen features 
most favored in the housewife poll: 

1. No projections, crevices, or dust- 
catching ledges in the Dulux enamel 
finish. 

2. Strong, cross-braced doors that 
give assurance of life-long rigidity. 


(Concluded on Page 4, Column 2) 


ASRE Meeting Scheduled 
For Chicago, Dec. 4-7 


NEW YORK CITY—Three confer- 
ences on specialized refrigeration 
subjects and 13 technical papers are 
planned for the 45th Annual Meet- 
ing of the American Society of Re- 
frigerating Engineers to be held at 
the Edgewater Beach hotel, Chicago, 
from Dec. 4-7. 

These engineering conferences, an 
innovation on ASRE national meet- 
ing programs, have been planned to 
stimulate an exchange of thought 
and experience between engineers 
directly interested in specific fields. 
The first of the three will be held 
on Monday, Dec. 5, under the head- 
ing “Domestic Refrigerator Engineer- 


(Concluded on Back Page, Column 1) 


2 Distributors Indicted 
On Price-Fixing Charges 


PHILADELPHIA — Two distribu- 
tors and an officer of each were 
indicted by a Federal grand jury here 
on charges of conspiring to violate 
the Sherman Anti-Trust law by fix- 
ing of prices on the sale of Servel 
gas refrigerators to dealers and con- 
sumers in the Philadelphia area. 

The firms named are the Philadel- 
phia Gas Works Co., Which is a 
distributor to dealers as well as to 
retail buyers, and Motor Parts Co., 
distributor to dealers only. Company 
officers cited in the indictment are 
Frank H. Trembly, Jr., sales man- 
ager of Philadelphia Gas Works, and 
Erich E. Drehme, vice president of 
Motor Parts. 

The indictment charges that these 


(Concluded on Back Page, Column 4) 
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Named to New Post 


Cc. T. LAWSON 


* * * 


Lawson Elected 


NEMA President 


ATLANTIC CITY, N. J.—Charles 
T. Lawson, vice president in charge 
of sales for the Kelvinator Div. of 
Nash-Kelvinator Corp., is the new 
president of the National Electrical 
Manufacturers Association. ‘ 

His election to this post, announced 
here late last week, is believed to be 
the first time a refrigerator company 
executive has ever headed Nema. 
Lawson had previously served as 
chairman of Nema’s excise tax com- 
mittee. 

(Concluded on Back Page, Column 1) 


Display Case Patents Held 
Invalid by U.S. Court 


CINCINNATI—Patent restrictions 
on the manufacture of a new-type, 
open, self-contained, refrigerated food 
display case were ordered removed 
in a decision by U. S. District Judge 
John H. Druffel. 

Judge Druffel made the decision in 
the case of C. V. Hill & Co., Inc. 
against the Royal Store Equipment 
Distributors of Cincinnati and the 
Weber Showcase and Fixture Co., 
Inc., Los Angeles. 

The court dismissed the complaint, 
finding that all patents involved were 
invalid because they “lacked inven- 
tion over the prior art.” Court offi- 
cials said the action meant that such 
display cases now may be manufac- 
tured by anyone, free of restriction 
or royalty payments. 


Cook Is Deepfreeze 
Adv., Sales Prom. Mgr. 


NORTH CHICAGO, Ill. — George 
F. Weisenbach, general sales man- 
ager, Deepfreeze Div., Motor Prod- 

ucts Corp., has an- 
se nounced the ap- 

_ pointment of Geof- 
_frey A. Cook as 
advertising and 
sales promotion 
manager of the 
Deepfreeze Div. 
Cook succeeds R. 
V. Newbell who 
was recently ap- 
pointed manager 
of home freezer 
sales. 

Geoffrey A.Cook Cook comes to 
Deepfreeze with a background as an 
executive in advertising, sales pro- 
motion, and as sales representative 
for a _ leading national consumer 
magazine. He formerly held the posi- 
tion of advertising and sales promo- 
tion manager of a leading automotive 
supply company for three years and 
prior to that was advertising man- 
ager of a large industrial lumber 
firm serving the major appliance 
companies. 


REMA-RSES Announce Plan 
To Sponsor Series of 4 
Educational Shows In ’50 


ATLANTIC CITY, N. J., Nov. 14— 
On a bright sunny day which made 
even a topcoat superfluous, the 6th 
All-Industry Refrigeration & Air 
Conditioning Exposition opened here 
in a spirit of optimism, engendered 
in part by the end of the steel strike, 
which had started to shut down some 
of the manufacturing piants in the 
industry. 

A record number of exhibitors were 
displaying a wide variety of products 
at the Show, and a first quick look 
reveals a considerable number of 
brand-new products, and new models 
or designs in those booths which are 
not showing new items. 

There seemed to be no indication 
of any great price changes, or much 
talk of price changes in items dis- 
played at the Show. There wer 
some changes in certain make- 
automatic ice cube make 
rumors of other possible _ 
this type of equipment. - 

Hotel registration indicated a ¥t 
attendance, which will be bulked out 
with numerous one-day or overnight 


This is a first, quick preliminary 
report on the All-Industry Show. 
A detailed story on the exhibits 
and various meetings will be car- 
ried in succeeding issues. 


visitors who are expected later in 
the week. 


Main piece of news out of the 
association meetings thus far is the 
announcement made by Refrigeration 
Equipment Manufacturers Associa- 
tion that it will sponsor in 1950 four 
REMA-RSES educational shows and 
meetings, similar to the ones first 
put on in 1948. At these affairs, 
intended primarily for the benefit of 
refrigeration service engineers and 
contractors, the manufacturers will 
have exhibits which can be only 
educational in nature. A program of 
educational talks and demonstrations 
also forms part of these meetings. 

In other association moves, the 
Refrigeration & Air Conditioning 
Contractors Association indicated 
(Concluded on Back Page, Column 2) 


Pre-Packaged Cold Cuts 
Tested by Swift & Co. 


NEW YORK CITY—The pre-pack- 
aged cold cuts which Swift & Co. has 
been delivering to self-service retail 
stores in the New York metropolitan 
area have apparently been in the 
nature of an experimental “test” 
campaign, from all the information 
that is currently available. Officials 
of Swift & Co. will not comment on 


the move. 
A dozen varieties 6f loaves and 
sausages have been sliced and 


(Concluded on Page 4, Column 5) 
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AIR CONDITIONING & REFRIGERATION NEWS, NOVEMBER 21, 1949 


All Standard condenser coils have closely 
spaced fins which greatly increase the capacity. 
Sizes range from % to 5h.p. AS ME approval 
is available on special order. 

Standard also manufactures o complete line of 
receivers. 

Write for Bulletin C-3. 


STANDARD REFRIGERATION CO. 
332 S. Hoyne Ave., Chicago 12, Ill. 


UQUID RECEIVERS. 
COUNTERFLOW CONDENSERS. 


STAINLESS STEEL EVAPORATORS. 


Easing Strike Picture 
Reflected In Improved 
Dept. Store Sales 


NEW YORK CITY—Due to cooler 
weather and favorable strike news, 
New York City department stores re- 
ported sales for the week ending 
Nov. 5 at only 5% under the corre- 
sponding week last year, according 
to the Federal Reserve Bank of New 
York. 

This was said to be the smallest 
weekly decline on a _ year-to-year 
comparison since the week of Sept. 
10 when dollar sales were up 1% 
from 1948. 

A third factor affecting the week’s 
good showing was the fact that the 
election was held a week earlier last 
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year. The 1948 election had an ad- 
verse effect on sales that lasted for 
several weeks, it was noted. 

The Federal Reserve Bank of Phil- 
adelphia made a preliminary estimate 
that department store sales there 
were only 1% under the like week 
of last year. No reasons were cited 
for this improvement which com- 
pared to a loss of 12% for the pre- 
ceding week. 


Turkey Is Bonus for Purchase | 


NIAGARA FALLS, N. Y.—A big 
Thanksgiving turkey was offered free 
with each purchase of a refrigera- 
tor, range, or home freezer in a pre- 
Thanksgiving event at Hysen Sup- 
plies, Inc., Hyde Park at Seneca. 

The average weight of the fully- 
dressed turkeys was between 10 and 
12 lbs. 


Dealers’ Solution to Parking Problem Nets More Business 


ALLENTOWN, Pa.— One appar- 
ently successful way that downtown 
merchants can solve the troublesome 
customer parking problem by them- 
selves is being worked out by re- 
tailers in the center of this city. 

About 2% years ago, some 60 of 
the 160 merchants in the main shop- 
ping area decided that something 
had to be done to win back shoppers 
who were showing an increasing pre- 
ference for outlying stores where 
plenty of parking space was avail- 
able. 

So they formed a corporation called 
Park & Shop, Inc. This firm was to 
buy or license convenient parking 
space where the customers of mem- 
ber merchants could park free of 
charge. 

Since its founding, the firm has 


bought seven parking lots, licensed 
three, and is planning to build a 150- 
car parking garage. In all, present 
facilities provide 860 parking spaces 
—a figure which is expected to 
mount 50% in the next year. : 

Under the system adopted, 
motorists can park their cars in a 
P & S lot for two hours for 25 cents. 
When the motorist goes into a mem- 
ber store and spends more than $1, 
his parking ticket is stamped and he 
is refunded his quarter when he re- 
turns to his car. 

Park & Shop then pays the op- 
erator of the parking lot 15 cents 
for each stamped ticket. It sends the 
tickets to the stores that stamped 
them and collects 20 cents each from 
the store. Thus Park & Shop makes 
a gross profit of 5 cents on each 


ticket. It also obtains money fron 
rental of the parking lots to the o»- 
erators. 

Thus far, the scheme has work: @ 
out well all around. More shoppe s 
are returning to the downtown ar :, 
the parking business is paying s 
own way, and the cost to the m »- 
chant averages only about 3% of 
sales. 

An indication of the additio: 4) 
trade it is drawing is found in te 
fact that 4,253 cars used P & S kits 
during September and October is 
compared with 2,738 cars for ‘tie 
same period last year. 

Even merchants who are not stox <- 
holders in Park & Shop are findi g 
it profitable to participate indirect y. 
Many are deducting the cost of pa: «- 
ing from the customer’s bill. 


Taking Customers ‘on 


Tour’ of Processing 


Rooms Helps To Sell Self-Service Meat Idea 


NEWPORT NEWS, Va. — Self- 
service methods in meat merchandis- 
ing can be made entirely successful 
through aggressive “personal mer- 
chandising,” according to the man- 
agement of the Florida Orange Store, 
huge supermarket on Washington 
Ave. here. 


The store, whose unusual name 
stems from a fruit stand opened 15 
years ago, has waged a long, drawn- 
out campaign to establish self-service 
meat methods in the face of stubborn 
resistance from the market in gen- 
eral, and in spite of the fact that 
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Bulletin 709, Size 1 Sole- 
+ noid Starter. Compact, 
: simple, and trouble-free. 
Ample wiring space. 


a PRESSURE AND TEMPERATURE 
- CONTROLS 


High-pressure 

! Comat cutout and mo- 
Ye a tor starter in 
ye: same enclosure. 
Temperature 


controls can be 
mounted with 
motor starter 
in same way. 
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AIR-CONDITIONERS 


equipped with 


Trouble-Free Motor Controls 


WHY ARE ALLEN-BRADLEY STARTERS SO POPULAR for air- 
conditioning service? . . . Because they are trouble-free. Only one 
moving part. No pivots, pins, or bearings to corrode or stick . . . no 
jumpers to break. You install them ... and forget them! 


NO CONTACT MAINTENANCE. Allen-Bradley patented silver 
alloy contacts never need cleaning, filing, or dressing. 


DEPENDABLE OVERLOAD RELAYS. Allen-Bradley thermal re- 
lays are accurate and dependable even after long service. 


The A-B trademark stands for millions of trouble-free operations. 
Allen-Bradley Co., 1313 S. First Street, Milwaukee 4, Wis. 


ALLEN-BRADLEY AIR-CONDITIONING AND REFRIGERATION CONTROLS 


MANUAL 
STARTER 


AUTOMATIC 
STARTER 


COMBINATION 


| SOLENOID MOTOR CONTROL — 


Low temperature cabinet, 
manufactured by the J. R. 
Miller Corp., Detroit, Michi- 
gan, uses a reliable Allen- 
Bradley Bulletin 709 sole- 
noid starter. Generous 
wiring space, accessible 
terminals, white interiors, 
and many conduit knock- 
outs make Allen-Bradley 
starters easy to install, 


HEAVY COMPRESSION 


STARTER STARTER 


: 


other retailers in the area have failed 
to “put it over.” 

There are three self-service meat 
cases on the right side of the store, 
supplied from air conditioned, full- 
vision cutting room where butchers 
and packaging girls are in full view 
of shoppers. 

As a concession to those who are 
still “agin” it, there is a row of 
service-type meat cases. But for the 
most part, meat volume is now 
successfully sold through the self- 
service cases. 

The secret, the management said, 
has consisted of buttonholing in- 
dividual customers, giving them a 
thorough explanation of the advan- 
tages of pre-packaged meat methods, 
and taking them “on tour” of the 
cutting room, meat storage refriger- 
ator, and the self-service cases. 

“Wherever -possible, we spend 
plenty of time in convincing each 
customer that she is not being bilked, 
or risking the purchase of low-quality 
meat, merely because it is pre-pack- 
aged,” a market official pointed out. 

As many as 50 customers in a 
single day have been thus contacted 
on the market floor, and the self- 
service meat plan thoroughly ex- 
plained. 

Equally effective is the use of 
“selling signs,’ which are spaced 
along the walls of the meat market, 
immediately behind the self-service 
cases. Supplementing the conversa- 
tions on the sales floor, the signs 
read: 

“Pre-cut, Weighed, Pre-packaged! 
The Florida Orange Store sells and 
delivers fresh, top-quality meats 


DIVIDEND 


Store Urges (?) Vets T» 
Save Insurance Check. 


WATERTOWN, N. Y.—Kamargo 
Furniture Co., 123 Court St., appli- 
ance dealer, went after the veteran 
insurance dividend dollar, but in a 
very subtle and effective manner. 

The firm used a large newspaper 
advertisement which carried a table 
showing how veterans could estimate 
the amount of insurance dividend 
they have coming. 

The unusual part of the pronio- 
tion was the advertisement’s caption 
which read: “Veterans ... you'll 
get your G. I. insurance dividend 
soon. Don’t Spend It! Put it in the 
bank ...or... buy U. S. Savings 
Bonds. We live in this community. 
We want to see it remain sound and 
thrifty. Saving and careful buying 
will help to keep it that way.” 

Then came the selling punch, as the 
advertisement continued: “But... 
if you’ve waited for this windfall 
to buy the things you really need for 
your home, such as a stove or washer, 
then Kamargo is pleased to extend 
you a special deferred charge account 
to the full extent of your G. I. insur- 
ance dividend.” 

The store invited veterans to bring 
in the application acknowledgment 
stub from the insurance dividend ap- 
plication form. This was all the cre- 
dit requirement needed. 


Loeffler Moves to Gold's, Inc. 


COLUMBUS, Ohio—Jack Loeffler, 
formerly sales manager of the Pio- 
neer Electric Co. at Zanesville, Ohio, 
has been appointed manager of the 
appliance, television, and record de- 
partment of Gold’s, Inc. here, Mer- 
nard Gold, president, has announced. 


a. 


fresh daily, cut on the premises by ©— 


our own butchers, then weighed, 
priced, labeled, and sealed in dust- 
proof, germproof cellophane! It’s 
fresh, ready-to-use meat—lIt’s more 
for your money!” 

Constant use of such signs, with 
spotlights focused on them to insure 
full attention, have done more to do 
away with resistance toward self- 
service methods than any single 
factor, the Florida Orange Store be- 
lieves. 

As a result, meat sales have in- 
creased more than 35%, processing 
costs per pound have been sharply 
lowered, and the market in general 
“is coming around to this method,” 
it was indicated. 


REFRIGERATION & AIR CONDITIONING 


UNITS * PARTS * TOOLS © SUPPLIES 


Picking up supplies 

costs you money. 
Save by depending 
on AIRO fast service. 


Write for catalog 49A 
on your letterhead. 


AIRO SUPPLY CO. 


2732 N. ASHLAND AVE., CHICAGO 14, ILL. 


DEALERS 
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Aluminum carryout cart. 8” semi 


WANTED 


All aluminum self-service meat 


pneumatic tires. Ball bearing and cheese carts for self-service 
wheels. counters. 
CHESLEY INDUSTRIES 
7731 LYNDON DETROIT 21, MICH. 
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°o Make Market Survey 
Jn Frozen Bakery Items 


CHICAGO—A survey of the mar- 
et for frozen bakery products has 
cently been instituted by Lloyd R. 
Jolfe and Associates, business con- 
tants, 185 S. LaSalle St. here. 
“Because of the growing popularity 

’ frozen foods,” said Wolfe, “it is 

iportant to try to measure the 
. fect upon the baking industry of 
' is modern miracle of manufactur- 
| g and merchandising.” 

“We shall attempt to determine 
{ e rate of growth and potential size 
« the market for frozen foods, the 
pb ker’s rightful share of that market, 
.d how it may be secured by him. 
: addition, our survey will endeavor 
, establish fundamental facts con- 
rning the manufacture, packaging, 
nd distribution of frozen bakery 
products.” 

Further information can be had 
from Lloyd R. Wolfe Associates. 
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Window In Cooling Room 
Aids Showcase. Loading 


MIAMI, Fla.—A building designed 
for the manufacture of sausage and 
meat dispensing, has been completed 
and opened at 1360 S. W. 8th St. 
The new building was designed by 
A. J. Simberg, architect, 704 Pacific 
bldg., for Samuel Stahl, operator of 
the Farmer’s Market. 

The building has 65-ft. frontage 
and is 60 ft. deep. It is equipped with 
freezer units and refrigerating areas. 
An alley on the west permits loading 
at the rear of the building. 

A fire wall separates the sausage 
manufacturing plant from the meat 
department. Windows have been pro- 
vided in the refrigeration room wall, 
to permit speedy passage of frozen 
products to retail cases. 


Stanley Smith Will Head 


California Locker Assn. 


FRESNO, Calif.—Stanley W. Smith 
of Tulare was installed as president 
of the California Refrigerated Locker 
Association at a meeting held here 
recently. 

Other officers elected by the asso- 
ciation are: J. Kear, Orange, vice 
president; Lester Galitz, Ontario, 
secretary; and H. V. Lambert of Le 
Grand, treasurer. 


Minneapolis Showcase Moves 
Plant to New Richmond, Wis. 


MINNEAPOLIS — Minneapolis 
Showcase & Fixture Co. has an- 
nounced that it has moved its plant 
and office to New Richmond, Wis. 

The company has taken over com- 
plete facilities of the large, modern 
building formerly used by the Strand 
Ski Co. The new location will give 
the company- greatly’ enlarged 
quarters for the manufacture of 
Sterling commercial refrigerators. 


~ for 
Quality 


HIGH 
AND 
LOW BOY 
MODELS 


LARKIN 
WALL 
HUMI-TEMP 


ality speaks a language every- 
dy understands. Wholesalers, 
alers, and users alike know that 
name Larkin means quality— 
workmanship, materials, and 
‘rformance. e 


wufacturers of the original Cross-Fin 
‘| — Humi-Temp Units — Evaporative 
Air Cooled Condensers — Air 
aditioning Units and Coils —Direct Ex- 
sion Water Coolers — Steel Vacuum 
“ ‘ate Coils — Heat Exchangers. 
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Self-Service Case for “Take Out’ Ice 
Cream Ups Drugstore’s Sales, Profit 


CHEYENNE, Wyo. — A _ refrig- 
erated vending case for packaged ice 
cream has increased take-out ice 
cream sales by a conservative 35% 
at A. E. Roedel’s Drug Store, which 
previously sold more ice cream than 
any other establishment in the na- 
tion’s “cow capitol.” 

It also has greatly reduced the 
amount of time spent in handling 
such sales, thereby increasing profits 
per sale, according to Manager C. D. 
Thorne. 

Best location has been near the 
front entrance on an aisle where all 
fountain traffic passes it. Roedel’s 
formerly did a heavy business in 
hand-packed ice cream for home con- 
sumption at the fountain, but with 
the self-service vending fixture the 
fountain help has been released from 
the ice cream packing duty which 
took up a great deal of time. 


The new case has enabled the 
store to cut down on fountain per- 


- sonnel expense. 


For patrons who 
want the more’ expensive ice 
creams similar to the hand packed, 


Roedel’s stocks such ice cream in 
the case along with the popular 
priced ice creams. 

The fountain itself is one of the 
largest in Wyoming. It can comfort- 
ably accommodate about 50 persons 
at one time. 

Along the wall is a frieze of cattle 
brands which were cut by the manual 
training class of the Cheyenne High 
School. Tourists as well as regular 
patrons “get a kick” out of the 
brands which are said to be entirely 
authentic. 

Andy Roedel, proprietor, pointed 
out that a large proportion of the 
patronage of the Roedel Drug Store 


LEFT: Ice cream customer helps self in 
Roedel's Drug Store. 


came from the cattlemen, foremen, 
and cowboys in past years, and many 
of these original stockmen customers 
and their descendants are still loyal 
patrons of the drugstore which is 
Cheyenne’s oldest. The brands are 
finished in bronze and stand out in 
bold relief against a cream back- 
ground above the store’s soda foun- 
tain. 


Sweden Freezer Opening 
Vancouver Branch Plant 


SEATTLE — The Sweden Freezer 
Manufacturing Co., maker of soft ice 
cream machines, announces the open- 
ing of a branch plant in Vancouver, 
B. C. 

This marks the firm’s return to 
Canadian production of Sweden 
Speed Freezers which was halted 
during the war. Utilizing Canadian 
labor and materials, the plant will 
supply the expanding Canadian mar- 
ket with this equipment. 

First models coming from the new 
plant are Model 1-131, the double- 
head freezer that gives continuous 
ice cream production at the rate of 
about 16 Imperial gal. per hour. As 
the program develops, other single 
and double-head models will be added 
to the production schedule, until the 
complete line is available from the 
Canadian plant, the company has 
announced. 

For the present, marketing pro- 
grams for Canadian distributors are 
being directed from the _ general 
offices in Seattle. 
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TAKE ADVANTAGE OF BIG RUSH 


TO FROZEN FOOD AND ICE CREAM SELLING 


_ Everybody with ¢ retail outlet these days wants to get in on the profitable 
- business of selling ice cream and frozen foods! Groceries, drug stores, 
confectioneries, s upermarkets—even movie theatres and filling stations 


are pushing thes: food products. And they 


all need open-top, self-serve 


merchandising cc:binets to do the job right. That's where your big profit 


- SELL THEM THE BEST! 


opportunity lies! 


You can now olffe: these prospects the leading merchandisers in the field 
—Savage Mercho adising Cabinets. These fine low-temperature merchan- 


disers were formerly sold with great success to a limited market. Now, 
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SAVAGE 


fJouble JJuty 


Merchandising Cabinets 


a Utice 1, New York. 


VANILLA 
CHOCOLATE 

STRAWBERRY 
BANANA 


TERRIFIC OPPORTUNITY. ..GRAB IT! 


Send in the coupon today. We'll mail you illustrated 
literature ond complete information, Act now! Write 
Sovage Arms Corporction, Refrigeration Division. 


thanks to increased production. 


iS gid 


Savage Merchan 


! NEW PROFITS FOR | 


JOBBERS! 


SAVAGE 


MERCHANDISING 


CABINETS — 


Available to You 


for Distribution 


dining Cabinets are 


ee fer notional distribution through jobbers; Your selling efforts 
get strong support from a dynamic advertising program in trade 


AN EASY LINETOWANDLEE 8s i“ 


Savage merchandisers came in two models—the M-9 és cu. ft capacity), <" ei 


and the M-18 (18.7 cu, ft. A large selection of full color, 3-dimensional 
ice cream and frozen food photographs is available. You choose the ones 


to meet your customers’ requirements, 


Gs 


AN OLD ESTABLISHED FIRM 


You'll enjoy doing business with Savage, lor over 20 year: manufacturers 


of low-temperature. equipment. 


Refrigeration Division > SAVAGE ARMS CORPORATION 


UTICA 1, NEW YORK 


Gentlemen: I am interested in learning more about Savage Merchandising Cabinets 
and profits to be made from selling them. Please send me all the facts. 
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Three of Four Models In 


Model H-84 


New Admiral Distributor Named 


MIAMI, Fla.— Announcement is 
made of the appointment of Electric 
Sales & Appliances, 1550 N. E. 
Second Ave., as exclusive distributor 
of Admiral electric refrigerators in 
the Miami area. 


EXCLUSIVE - VALUABLE 


FRANCHISES 
AVAILABLE 


Manufacturer of finest and most com- 
plete line of Florist Display and Stor- 
age Refrigerators has opening for 
several wide awake and aggressive 
selling organizations in the following 
territories. 

SOUTH SOUTH-WEST MID-WEST 


WRITE TO: 


CHARACTER REFRIGERATORS CO. 


47 WEST 28TH ST., NEW YORK 1, N. Y. 


Model H-74 


I-H Introduces New Refrigerators - - 


(Concluded from Page 1, Column 3) 


3. Practical design of the cabinet 
interior with rounded corners and 
acid-resisting porcelain enamel 
bottom. 

4. Built-in bottle opener mounted 
on the door strike. 

5. Generous space in the freezer 
locker. 

6. Compact design that enables the 
refrigerator to occupy a minimum of 
floor area. 

Smallest member of the line is 
Model H-74, tagged at $214.95. This 
7.4-cu. ft. refrigerator provides 14.5 
sq. ft. of shelf area, but has some 24 
different possible arrangements for 
the shelving. Two aluminum ice 
trays with plastic grids furnish a 
3-lb. ice freezing capacity. 

Feature common to all models in 


the line is the bottle opener. Model 
H-74 has a self-actuating door latch 
and will hold 35 lbs. of frozen foods 
in its across-the-top freezer locker 
with transparent door. Temperature 
control dial can be set at any of 12 
positions. Plastic meat tray fits under 
freezer section with “summer-winter” 
arrangements possible to vary air 
circulation. 

Model U-87 holds the same amount 
of frozen foods in its U-shaped eva- 
porator as the H-74 does. Another 
unusual feature of this model (priced 
at $239.95) is the extra-deep crisper 
that will hold 14.5 qts. of fruits and 
vegetables. 

Among those design-points that 
Model U-87 shares with Model U-95 
are the following: the “Diffus-O- 
Lite” and illuminated control panel; 


Harvester’s 1950 Line 


Model U-95 ~ 


&4> 
- 


an “Egg-O-Mat” which holds 16 eggs 
in a convenient location so that they 
can be dispensed one or two at a 
time with little chance of breakage; 
the 35-lb. frozen food section; two 
plastic grid ice trays and two tilt-out 
trays with handy release lever; bottle 
storage sufficient for 12 qts. of milk; 
and a meat tray with 4-in. clearance 
at the top to hold bulkier cuts. 

Model U-95, listing at $274.95, is 
the only refrigerator in the Inter- 
national Harvester line with top-to- 
bottom refrigeration. Yet there is 
no increase in cabinet size. Glass 
top of the crisper, which is located 
at bottom of the cabinet, provides 
extra shelf space. The 14.2-qt. capac- 
ity of the crisper is slightly less than 
Model U-87 due to the fact that this 
section in the U-95_ refrigerator, 
though wider, is not so deep. Capacity 
of this model is 9.5 cu. ft. 

Top-price unit in the company’s 


1950 refrigerator parade is Model © 


—@ H-84 with a $299.95 ticket and 8.4 


NO OTHER 
STAR 


soon be forgotten. 


vanced course” 


benefit of younger men. 


contribution to the science 
tive sales management. 


By Jane Williams 


“Not since Rhett Butler has the hero of a novel 
been so fascinating a scoundrel as is Kirby 
Storm. . . . Few women live as vividly and mov- 
ingly in the reader's minds and hearts as Lib-Lee 
Morral.” Here is a grand novel of mid-America; 
a vivid, moving story set against the background 
of the first three decades of the century. NO 
OTHER STAR offers a truly memorable read- 
img experience with an unusual and dramatic 
climax so powerful that it will not 


Che Marshal's 


by George F. 
Taubenock 


important and si 
book, THE MARSHAL'S BATON is the “ad- 
in salesmanship, written a the 
author of the deservedly popular ONE FOOT IN 
THE DOOR. Here, for the first time, is the 
distilled knowledge and experience of the coun- 
try’s most brilliant sales executives who saw the 
need of codifying their sales wisdom for the 
It is a brilliant new 
source of power, and a unique and highly useful 
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Katon 


id win Enjoy Reading 


clue mystery fan at last comes a spine-tingling 
thrill with the first really new plot twist in years. 
Done in a style and tradition reminiscent of that 
master chiller, A. Conan Doyle, THE MYSTERIES 
OF BLAIR HOUSE so impressed its publishers 
that costs were ignored in ig eos. this memora- 
ble first edition. In two co 

and with “mood illustrations” by William A. Bes 
tick, this is an ideal gift and a 
prideworthy library addition. 


ORDER TODAY 


ORDER BLANK 


Please Send Me The Following: 
sauesene Copies of “No Other Star” — 
adeseusa Copies of “The Mysteries of Blair House” 


sanawees Copies of “The Marshal’s Baton.” 
1) Check Enclosed () Bill Me 


THE MYSTERIES OF 
@ OLAIR HOUSE 


For the _ died-in-the- 


ors, beautifully bound, 


$275 


Use this Coupon 


ee) 


eeeeeeeees 


Nee 


cu. ft. of storage space. Its shelf area 
of 17.2 sq. ft. is greatest of all the 
line and a full foot more than 
Model U-95. The four aluminum, 
lever-release ice trays are kept in the 
50-lb. capacity horizontal frozen food 
compartment to give an ice freezing 
capacity of 7.4 lbs. 

A total of 10.8 lbs. of meat will 
fit into the meat storage section. This 
model likewise includes the “Diffus- 
O-Lite” arrangement for its control 
panel. The H-84 differs from others 
in the line because of its movable 
twin crispers which have a combined 
capacity of 18.4 qts. The unrefrig- 
erated bin is for dry staples. 

Each model in the line is equipped 
with an %-hp. hermetic unit and a 
plate type condenser located at the 
rear of the cabinet. Exterior is 
finished with two coats of white 
Dulux enamel baked on over a Bon- 
derized steel surface. The one-piece 
welded steel, wrap-around type of 
construction is supplemented by mois- 
tureproof glass fiber insulation. 

Distributors and district men who 
are briefing dealers on the line’s 
major features and the strength of 
the International Harvester promo- 


tion, recently returned from their 
own regional meetings. 

Five big shows were held for ther 
in Evansville, Oct. 24; New Yor: 
City, Oct. 26; Minneapolis, Oct. 2:; 
Houston, Nov. 1; and Oakland, No”. 
5. 

At these sessions all phases cf 
Harvester’s participation in the r- 
frigeration industry were detailed t y 
home office executives from Chicag ), 
Those who addressed the groups i.- 
cluded T. B. Hale, vice president n 
charge of sales; J. E. Layton, gene: »] 
manager of the refrigeration di\i- 
sion; A. J. Peterson, general sa!:s 
manager; R. H. Burnside, R. \/, 
Dibble, and C. R. Morgan, assista it 
general sales managers; M. F. P% >- 
kels, manager of the Consumer F >- 
lations department; W. O. Maxwi 1, 
assistant manager of the Consun :r 
Relations department; Don Jon s, 
general supervisor of refrigerati )n 
advertising and sales promotic 1; 
E. B. Derr, refrigeration prodi ct 
specialist; J. H. Coats, assiste it 
product’ specialist, and Jearie 
Homm, director of the Home E:o- 
nomics department. 


Packaged Cold Cuts -- 


(Concluded from Page 1, Column 5) 


wrapped in 8-o0z. cellophane packages 
at the Swift & Co. Jersey City plent, 
and distributed to a limited number 
of retail markets that have opened 
self-service type refrigerated display 
cases. 

One source indicated that any 
widespread application of the pre- 
packaged cold cuts program would 
necessitate a sizable fleet of refrig- 
erated trucks. 

Among the cold cut items that 
have been made available in the pre- 
packaged form are bologna, cooked 
New England specialty (pressed 
ham), cooked salami, spiced luncheon 
meat, pickle and pimento loaf, plain 
veal loaf, thuringer, old-fashioned 
meat loaf, peppered meat loaf, blood 
and tongue loaf, boiled ham, and 
macaroni and cheese loaf. 
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(toox!... Paragon ” 


DEFROSTING TIME SWITCHES 
NOW AT LOWEST NET PRICES! 


series 300-M 
\ ome 17:22 


FOR ALL TYPES OF 
COMMERCIAL REFRIG- 
ERATOR DEFROSTING: 
Electric Heat ® Hot Gas 
or Compression Shutdown 
for UNIT COOLERS © FROZEN FOOD 
DISPLAY CABINETS @ REACH-IN 
CABINETS © WALK-IN BOXES © LOCKER 
PLANTS @ FUR STORAGE VAULTS 


See your jobber or write for free 
bulletins and installation data. 


(Paragonesectrrc COMPANY 


1687 12th STREET © TWO RIVERS, WIS. 


America’s Foremost exclusive 
manufacturer of Time Con- 
trol Switches for all uses, 
including ‘‘de-frost-it’’ for 
domestic refrigerators, only 


NECESSARY. 


TEXAS 


DISTRIBUTOR OPENING OFFICES IN HOUSTON WANTS 
MANUFACTURERS’ NON CONFLICTING LINES TO SELL 
THROUGHOUT TEXAS ON A COMMISSION BASIS. 


WE ARE ABLE TO WAREHOUSE AND FINANCE IF 


ADDRESS BOX 3343 
AIR CONDITIONING & REFRIGERATION NEWS 


WANTED! 
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AIR CONDITIONING & REFRIGERATION NEWS, NOVEMBER 21, 1949 


Using Water as Heat Transfer Medium Offers 
Many Benefits In Year-Round Air Conditioning 


‘ig. 1—Room air 
onditioning units 
_ptaining their re- 
‘rigeration from a 
chilled water circu- 


* * 


MINNEAPOLIS—Use of water as 
a heat transfer medium offers several 
advantages in year-round air condi- 
tioning, especially in multi-room ap- 
plications, believes Warren Ewald, 
manager of the Coil Products Div. of 
United States Air Conditioning Corp. 
here. 

“First, and perhaps most impor- 
tant—water is inexpensive in itself,” 
Ewald declares. ‘Secondly, water re- 
quires no expensive ductwork for 
transmission. There are few limita- 
tions to the distance it can be piped. 
Equipment can be designed for both 
summer and winter use of water as 
a cooling and heating medium. No 
elaborate safeguards against leakage 
are needed. Water’s universal use 
permits it to be piped almost any- 
where without running afoul of build- 
ing ordinances. 

“Flexibility of application, sound 
investment value, and low mainten- 
ance and operation costs” are other 
advantages cited by Ewald, who also 
asserts that installation costs of such 
an indirect water air conditioning 
system can be lowered by means of 
“skilled engineering.” 


MOST FLEXIBLE TYPE 


This results, he says ‘because the 
portion of the total work done at the 
factory as compared to that done at 
the' installation site is much greater,” 
factory work being done “with 
greater efficiency,” he claims. 

Of the basic types of water-coil 
room units available today, Ewald 
claims the “room unit employing its 
own individual blowers and fresh air 
intake is far more flexible.” 

In a unit of this type, as shown 
in Fig. 1, fresh air is introduced 
through a louver-protected opening in 
the wall, thence to the back of the 
unit. 
“This fresh air is variable, being 
controlled by a damper,” he explains. 
“The coil is designed with sufficient 
capacity to take care of both sensible 
cooling and latent cooling loads. Both 
fresh and re-circulated air are de- 
humidified, thereby taking care of 
the internal latent load. Variable 
speed motors permit the occupant to 
select the velocity of circulation, cool- 
ing or heating effect, and noise level.” 

A cleanable type filter with this 
room blower-coil unit cleans both re- 
circulated and fresh air, and gives 


protection from dust both winter and 
=~ — ' 
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REFRICE 


Packaged Air 
Conditioning Units 
2 to 15 Tons 
Condensing § Units 
_Y, hp. to 40 hp. 
urtis Refrigerating Machine Division 


of Curtis Manufacturing Company 


12 Kienlen Ave. St. Lovis 20, Mo. 
‘EB Established 1854 


lating system are 
claimed by some to 
provide considerable 
flexibility of appli- 
cation. 


summer. This filter will remove dust 
and 95% of the ragweed pollen in 
the air passing through it, according 
to a laboratory test, Ewald claims. 
Some additional pollen reduction can 
be expected from the air striking 
the wet surface of the cooling coil. 


FOR NEW OR OLD 
CONSTRUCTION 


“Blower-coil units may be installed 
in either new construction or old. In 
new constructions, they are usually 
recessed into the walls to occupy 
practically no floor space. In exist- 
ing buildings, the cast iron radiators 
are removed and a free-standing 
model put in the same space. Flexible, 
insulated tubing is an economical 
means of connecting the unit to the 
water circulating system and to the 
drain. Horizontal models are also 
used for ceiling suspension, or for 
location in corridors and closets,” he 
stated. 

“Standard equipment may be 
utilized for the heating of water to 
be supplied to the individual room 
units. However, a comparatively new 
type of water chilling unit is now 
available as a source of chilled water 
to be used for cooling. (See Fig. 20) 

“This chilled water unit has an 
integral construction, employing 
shell and tube direct expansion 
chillers, compressor and motor, eva- 
porative condenser, and complete 
automatic controls in one self-con- 
tained unit. It is also built with a 
water-cooled condenser for use with 
cooling towers instead of an evapora- 
tive condenser combination, if desired. 


ELIMINATED MUCH 
FIELD WORK 


“The advent of this newly de- 
veloped piece of equipment eliminated 
a great deal of field work, such as 
assembling, charging, dehumidifying, 
and testing of the many separate 
parts needed to accomplish the chill- 
ing job,” Ewald asserts. “The pack- 
aged type wated chilling unit uses a 
reciprocating type compressor and is 
built in sizes from 3 to 40-hp. Multi- 
ples of the 40-hp. model can be used 
for jubs running into hundreds of 
tons of cooling capacity. 

“These chilling units have many 
applications other than air condition- 
ing. They may be used for industrial 
processes, for bakeries and textile 
factories, etc.” 

Automatic controls for the water 
chiller unit, he said, include a master 
switch (usually through a relay) to 
start the circulating pump motor 
and at the same time energize the 
thermostat in the circulating water 
circuit. 

“This thermostat in the circulated 
water line, actuated by the water 
temperature, will open and close a 
solenoid valve in the _ refrigerant 
liquid line. This refrigerant liquid 
control governs the amount of ‘Freon’ 
permitted to flow into the water shell 
and tube coolers. There is also on 
this line the usual expansion valve 


% SAYS 


on the Complete Line of 


2APID Refillable 
DEHYDRATORS 


(SIZES 5 CU. IN. TO 200 CU. IN.) 


Wo'E FOR CATALOG AND PRICE LIST 


(Give Wholesalers’ Name) 


UNDERWRITERS’ LABORATORIES 


PRODUCTS CO. 


185 N. WABASH AVE., CHICAGO 1, ILL. 


with its bulb in contact with the 
suction line. 

“The compressor motor is started 
and stopped by gas pressure in the 
refrigerant system by means of the 
usual high and low pressure con- 
trollers. If the suction pressure goes 
below a set minimum such as 30 
lbs., the compressor is shut down 
until the suction pressure again rises. 
Should the head pressure go over a 
pre-setting of 175 lbs., maximum safe 
head pressure, the machine is like- 
wise shut down,” Ewald explained. 

“The high and low pressure con- 
troller governs the action of the com- 


* 


Fig. 2—Here is a packaged water-chilling unit used in multiple-room 
air conditioning installations which supplies chilled water to room unit 
shown in Fig. 1. Both are products of United States Air Conditioning Corp. 


pressor. When the compressor starts 
up, the motor of the evaporative 
condenser must also start and ac- 
tuate the blower and spray water 
pump. The water-circulating pump is 
on the same circuit with the com- 
pressor motor. This prevents the 
compressor from going into operation 
during the time the water is sta- 
tionary in the shell and tube con- 
denser, which could result in a 
freeze-up. 

“The circuit controlling the com- 
pressor motor likewise is governed 
by a thermostat on the water leav- 
ing the unit, and should this indicate 
a too-close-to-freezing temperature, 


the compressor would shut down. The 
low pressure cut-out on the high and 
low pressure controller is a _ third 
safety device against the possibility 
of freezing. 

“Pressure relief valves on liquid 
receivers and overload protection for 
all motors are further safety devices 
built into these chillers. A feature 
of the control system is a relay 
means of preventing short-cycling 
due to pressure leak-back through 
the compressor. These devices pre- 
vent the high and low controller from 
starting the compressor motor unless 
the thermostat in the circulating 
water calls for cooling,” Ewald said. 
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Counter Displays 


These unique displays are creating much interest among 
Wolverine wholesalers and their customers; and are 
proving very valuable in directing attention to your 


The Tube Itself 


Solder-sealed and crimped 
at both ends. Keeps the tube 
dry and clean on the inside 
sO you can assure your cus- 
tomer of dependable per- 
formance when he uses the . 
tube. It's always uniform in 
quality. Your customer will 
like the ease with which Wol- 
verine tube bends and flares. 


WOLVERINE 


— SO ee (ee 


Attractive Labels 


your 


shipment of 
Wolverine tubing 
To , : > 


find it: 


Furnished to facilitate reshipping. 


Distinctive Individual Cartons 


Serve to protect Wolverine tube in handling. You will 


. +» easier to merchandise 
... easier fo sell 


. . easier to identify 
contents 


> . ++ easier to stock 


and inventory 


. . easier to reship 


AND HECLA 


INCORPORATE O 


MANUFACTURERS OF SEAMLESS NON-FERROUS TUBING 


CENTRAL AVENUE ° 
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Priced by the Coil 


This feature—refrigeration tube priced on a per-coil 
basis—has received universal acceptance. 


TUBE 


CONSOLIDATED 


DIVISION 


COPPER COMPANY 


DETROIT 9, MICHIGAN 
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AIR CONDITIONING & REFRIGERATION NEWS, NOVEMBER 21, 1949 


Data on Location of Thermal Cidnahie Bulb Clarified 


Reader’s Comment: 


Bowser, Inc. 
Refrigeration Div. 
Terryville, Conn. 

Editor: 

We read with interest in the Oct. 
17, 1949 issue of AIR CONDITIONING 
& REFRIGERATION NEWS James J. 
LaSalvia’s reply to a Mr. Cox on the 
subject of location of the thermal 
expansion bulb of an expansion valve 
with relation to the heat exchanger. 
He has recommended on the -35° F. 
low-temperature installation that the 
heat exchanger be mounted outside of 
the low-temperature space and the 
thermal bulb should be between the 
cooling coil and the heat exchanger. 

Our experience has shown that for 
very low-temperature installations 
considerably below -35° F., where the 
heat exchanger is used, the thermal 
bulb should be located between the 
heat exchanger and the compressor 
where the increased temperature pro- 
vides for a higher operating tempera- 
ture level of the feeler bulb which, 
in turn, means that the operating 
pressures are higher. 

Under extreme low-temperature 
operating conditions, the feeler bulb 
operating pressures are so low that 
very wide operating cycles result. By 
placing the bulb on the downstream 
side of the heat exchanger, the valve 
is permitted to operate through a 
much narrower range in back pres- 
sure by virtue of the fact that the 
feeler bulb is in a warmer location 
and thus has more power. 


-35° F. 
ROOM 


Wall = 


Suction 
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Cooling 
Coil 


35° TO 50° F. 
ROOM 


Liquid Line - 


Thermal Bulb 


Expansion Valve 


Liquid Line 
(Insulated) 


Up 


Condensing Unit 


Sketch shows how LaSalvia would mount heat exchanger outside low- 
temperature space and position the thermal expansion bulb between 
cooling coil and heat exchanger. 


I gathered from the reply that in 
the application in mind the expan- 
sion valve was going to be located 
adjacent to the coil. We find that 
it is desirable to locate the expansion 
valve in the warm air around the 
insulated low-temperature box rather 
than in the low-temperature air. The 
reason for this is that if the feeler 
bulb is in the warm air and the 
expansion valve is in the cooler area, 
the power assembly will condense 
and contract the volume in the 


charged power assemblies and make 
the feeler bulb negative. We always 
recommend that the expansion valve 
be located in a warmer location than 
the feeler bulb. 

We are offering these comments 
to you as a result of our observa- 
tions in the field and would appre- 
ciate hearing from you as to your 
comments on the above. 


THOMAS LOPICCOLO, 
Chief Engineer 
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Corrosion-proof solid bronze 
door type handles used on 
Marlo equipment. 
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MARLO: HEAT RANSFER 
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» Efficiently 


instead of a can opener 


Marlo unit with door and 
grille removed. 


Engineered 


Marlo Units 


..-For Easier Servicing —Conveniently placed doors with bronze 
handles give immediate access to all working parts of Marlo 
Cooling Towers and Evaporative Condensers. Two screws free 
the grille for cleaning sump tanks. 


.--For Better, Longer Service—Marlo Cooling Towers and 
Evaporative Condensers operate economically (with up to 95% 
water savings)... quickly—with no roar of fan blades... and 
their exclusive “Lektro-Tektor” sump tank unit guards against 
electrolytic corrosion... all design features by Marlo that mean 
more dependable, economical operation for your customers! 


Write for infomation on the complete Marlo line. 
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LaSalvia’s Reply: 


Dear Mr. Lopiccolo: 

Before I start with my comments, 
let me express my appreciation for 
your interest and valuable time taken 
to bring to my attention your experi- 
ence on this type of an installation. 

Having read your comments I see 
no great difference between our ex- 
perience on low-temperature work 
except the location of the thermal 
bulb in respect to the heat exchanger. 

It is a dangerous procedure to 
make a point and not follow through 
with an explanation of why it is so. 
That is the position which I find 
myself in at this time. I realize now 
that my reply to Mr. Cox was too 
short and should have carried a more 
lengthy explanation of why, where- 
fore, etc. I recommended, for the 
-35° F. low-temperature room instal- 
lation, that the heat exchangers be 
mounted outside of this room and in 
a medium cold storage room carrying 
30° to 50° F. instead of the compara- 
tively high ambient room tempera- 
ture of 110° to 115° F., also that 
the thermal bulb be located between 
the heat exchanger and cooling coil. 

For further clarification I am en- 
closing a sketch as to how I would 
install this particular installation and 
with the following specifications: 

1. The fixture with the cooling coil 
is to be located in the -35° tempera- 
ture room. 

2. The condensing unit for best 
practice should be located outside of 
the -35° room and if possible in an 


—@ adjacent cold room carrying higher 


temperatures say from 30° to 50° F. 
3. The suction and liquid lines from 
the condensing unit will be in the 
higher temperature room and pro- 
truding through the wall to connect 
to fixture coil immediately beyond the 
wall separating the two rooms. 

4. The expansion valve and heat 
exchanger would be located in the 
warmer room, with the expansion 
valve between heat exchanger and 
fixture coil. While the thermal bulb 
would be located also in the warmer 
room on the suction line and also be- 
tween heat exchanger and fixture 
coil. The liquid line from expansion 
valve to cooling coil to be as short 
as possible. Also to insulate the 
liquid line from the heat exchanger 
to cooling coil to prevent pre-evapo- 
ration of the refrigerant. 

My reason for the location of the 
thermal bulb between the heat and 
cooling coil is the answer to the 
following question: 

What are we trying to control? 
The cooling coil or the heat ex- 
changer or both. It has always been 
my aim to control the temperature of 
the cooling coil as evenly as possi- 
ble. We know that the expansion 
valve is opened when the compressor 


starts by reducing the evaporator 
pressure and that the quantity of 
refrigerant admitted to the cooling 
coil is governed by the expansion 
valve setting and remains constant 
for a given setting. But in order to 
maintain as close as possible an-even 
temperature of the coil, the flow of 
refrigerant must be controlled. There- 
fore, the thermal bulb which does the 
controlling must be clamped on the 
suction line as close to cooling coil 
as possible. 

In actual operation the expansion 
valve works on a differential of pres- 
sure between the power element anc 
the body bellows and will control at 
any evaporation temperature as long 
as the superheat difference or pres- 
sure difference is maintained, nc 
matter how cold a temperature in. 
stallation may be. 

This differential pressure exists or 
all installations and will vary accord- 
ing to load requirement in the refrig- 
erated space. When the superheat o1 
pressure difference becomes greater. 
the resultant forces will open the 
valve wider to admit more refriger- 
ant and vice versa when the super. 
heat or pressure difference become. 
smaller the valve will partly clos« 
to admit less refrigerant. In this 
manner a constant coil temperature 
is maintained within the superheat 
limit of the valve. 

I am in agreement, for very low- 
temperature work, that the expansion 
valve and thermal bulb be placed in 
a higher temperature room. This is 
desirable for better operation. 

I am not in agreement that the 
bulb must pick up the heat from the 
heat exchanger in order to control 
the expansion valve because the 
thermal bulb operating pressure for 
low temperature is too low. This is 
not a true operating condition of 
cooling coil and expansion valve. If 
the fixture with the cooling coil and 
condensing unit are selected properly, 
there are no wide fluctuating pres- 
sures to be encountered. 

The heat exchanger should be used 
for the purpose it is intended, namely, 
(1) To furnish a 100% liquid flow 
to the expansion valve, and (2) To 
increase pressure or temperature of 
suction line to compressor to evapo- 
rate any liquid refrigerant flowing 
back through the suction line to 
compressor. 

While we have our own version of 
what is to be done in such cases, I 
must admit that I have seen low- 
temperature systems where the ther- 
mal bulb is between the heat ex- 
changer and compressor and some 
work and some don’t. And the same 
holds true where the thermal bulb 
is between heat exchanger and cool- 
ing coil, as I suggest, with the same 
results. There are so many factors 
too numerous to mention which may 
upset any pre-arranged instaflation. 
But if the system is properly de- 
signed and installed to proper load 
requirements, there should be no 
trouble with my suggestions and 
recommendations. 

J. J. LaSalvia 
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INSIDE DOPE 


by GEORGE F. TAUBENECK 


(Concluded from Page 1, Column 1) 


chat the federal government now 
»wns 848,000 typewriters. He esti- 
mated that this inventory allows 3.2 
_ypewriters to each government girl 
-yho can use such a machine. 

“Lenin left a remark for posterity,” 
)irksen told his listeners. ‘He said, 
Some day we will force the United 
States to spend itself into self-de- 
struction.’ ” 

The speaker urged that everyone 
who is worried about’ excessive 
government spending should show re- 
straint in demands on government, 
put power and vigor behind moves to 
carry out the reform recommenda- 
tions of the Hoover commission, and 
act to recapture powers that have 
slid away from the nation’s grass 
roots area. 

“We have a national cheese week,” 


he said. ‘Why not a national restraint * 


week in which we do not ask govern- 
ment for everything or anything? 

“The Hoover commission believes 
it could save 3 billion dollars by put- 
ting into effect the reforms it re- 
commended. I believe that these re- 
forms would save 5 billions, and 
that’s not hay in Pekin, Ill, where 
I come from,” he concluded. 


From: Our Mailbox 


Sweden Freezer Mfg. Co. 
Seattle, Wash. 
Editor: 

Your comment in the “Inside 
Dope” column on “What’s Wrong 
With Ice Cream?” causes us to say 
that, according to our calculations 
and our thorough study of “our” in- 
dustry, you are merely seeing a 
change within the industry. Accord- 
ing to a study of our machine users 
and a good “estimate” of our com- 
petitors, we can account for an un- 
recorded sale of soft ice cream 
(frozen custard) which represents 
a volume that is better than 10% of 
the total ice cream production. Add 
additional ice cream production by 
the counter freezer type of retail 
store manufacturing plants and you 
see a steady and healthy climb in 
total ice cream consumption. This 
ice cream production is not shown 
in the ice cream figures you read 
about. As a matter of fact, when 
all of these totals are computed and 
readjusted for war years, our graphs 
show a curve which is very uniform 
on an ever accelerating rate. 

It is our prediction that the situa- 
tion you now see in the industry will 
continue. We feel the dipping of bulk 
ice cream is giving way to serving 
from fountain freezers. We think it 
is as important a change in the in- 
dustry as the shift from salt and 
ice fountains to electric refrigeration, 
which was made not so many years 
ago. 

In the meantime, the established 
hard ice cream industry is rapidly 
and progressively shifting their pro- 
duction to packaged ice cream. Their 
marketing medium is shifting from 
the small shops to the large super- 
markets and grocery stores. In a 
good many supermarkets, more pack- 
aged ice cream is sold to take home 
from a single store than what for- 
morly was considered good produc- 
tion for a sizeable ice cream plant. 


Conditions which are common 
ki owledge within the refrigeration 
in ustry confirm this viewpoint. Many 
re rigerators have over-sized low tem- 
pe-ature compartments for frozen 
fo ds and ice cream. You will 
fir a lot of ice cream in those re- 
fr. serators that come with frozen 
fo 2 from the supermarket. Among 
yo'r own acquaintances, how many 
ee less ice cream or frozen dessert 
Pi ducts now than they did in 1946 
Or defore the war? In almost every 
C.-e they all claim they now eat 
m ve than ever. A report of eating 
le; ice cream is actually a rare 
in ‘ance. 

‘here are good reasons for this 
t in the industry, primarily 

tered on bulk ice cream. Retailers 

tired of selling bulk ice cream at 
98s. The pressure for higher sani- 
‘on standards points out that the 
ser used in the open can of bulk 

cream, is the greatest source of 
‘serous contamination that the 
duct has. Serving ice cream di- 
tly from the freezer totally elimi- 
es this problem. The industry has 
‘ablished a wonderful record for 


Om 


bs] 
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sanitation but it is all lost when their 
products are contaminated at this 
point. There is the same trend in the 
ice cream industry as the national 
trend in all marketing, which is to- 
wards packaged merchandising. The 
ability to use high production, auto- 
matic packaging equipment, freezing 
tunnels and better utilization of ex- 
pensive low temperature refrigera- 
tion, encourages the established in- 
dustry to withdraw from the cum- 
bersome and difficult bulk ice cream 
field. Not all of the industry agrees 
with this opinion but when they di- 
rect their efforts towards these ends, 
their business soars again. 

May we concur with the viewpoint 
expressed in the recent guest editorial 
by E. N. Guild. There is a close 
parallel between the margarine vs. 
the dairy industry fight and the hard 
ice cream vs. soft ice cream industry. 
There is an important difference in 
that the latter opponents are both 
within the dairy industry itself. An 
interesting record of how this situa- 
tion is developing is indicated in the 
July ice cream production reports. 
This is related to this competitive 
restrictive legislation which Mr. E. 
N. Guild refers to. 

The hard ice cream industry has 


had much to do with convincing 
legislative bodies that freezers lo- 
cated in retail stores should be sub- 
jected to the same physical specifi- 
cations needed in the largest plants 
to economically maintain sanitation 
standards. Small operations do not 
need these same _ specifications to 
maintain the same sanitation stand- 
ards. In the majority of instances, 
these cumbersome requirements 
handicap a method of handling ice 
cream that is much more sanitary 
than the acceptable method of dip- 
ping hard ice cream. Yet, these 
handicaps are presented under the 
guise of maintaining high sanitation 
standards. 


As an example, they insist that 
freezing equipment must be sepa- 
rated from the public. The separate 
room makes a direct service freezer 
cumbersome to use and certainly 
cuts down on the sales appeal of a 
working model before the _ public. 
These rooms are specially built at 
a very high cost to a fountain opera- 
tor. They have drained floors, forced 
ventilation and many other things 
that are practical in a large manu- 
facturing plant but are entirely un- 
reasonable and unnecessary in a re- 
tail establishment. 


But the little plot thickens and 
grows to ensnare the plotter. The 
great emphasis on drive-in or walk-in 
ice cream stands serving ice cream 
directly from the freezer has cut 
serious inroads into the business of 
the ice cream dealer in the neighbor- 
hood which does not handle these new 
products. The ice cream dealer has 
built his business on fountain sales 
and other products along with ice 
cream. These specialty stands find 
no handicap in complying with the 
regulations. As a matter of fact, 
their business finds these specifica- 
tions advantageous as they remove 
the competition of the established 
ice cream account. The regular ice 
cream shop is the man who suffers. 
He is the customer of the ice cream 
manufacturer who “plugged” for 
those laws that make it tough to 
install a machine in the established 
store. Unable to compete with this 
lower cost, more sanitary, faster way 
of handling ice cream, he soon finds 
his regular business is drifting 
away. 


In those states that do not have 
this restrictive legislation, surround- 
ing stores of these new specialty 
shops quickly install equipment to 
serve soft ice cream. They retain 


their ice cream customers with this 
new product. 

Look at some production figures 
to show what has happened. The 
state of California dropped a dreaded 
14% of their hard ice cream produc- 
tion in July, 1949, as compared to 
July, 1948. The specialty stands sell- 
ing soft ice cream direct from the 
freezer have had it all their way. 
They are unhampered by the lack of 
competition from the old ice cream 
shops who could not serve a soft ice 
cream product. The neighboring state 
of Oregon does not have this restric- 
tive legislation and soft ice cream 
freezers are commonly found on the 
soda fountain, restaurant, and in the 
old established ice cream _ stores. 
Oregon records a favorable increase 
in hard ice cream sales during the 
month of July over the preceding 
year. The established store in Oregon 
has kept its packaged ice cream 
business while building new volume 
with this new product instead of 
losing it all to the specialty shops. 
Many people in the industry do not 
agree with these conclusions, but 
there is more agreement regularly 
and the record certainly stands for 
itself. 

HARVEY F.. SWENSON 


Why not Profit from Experiences of others? 


“Proved dependability and the fine ser- 


vice I get from our Frigidaire Distributin 


“The high quality of precision-built 


Frigidaire Service Parts has produced 


“For best results, I use only genuine 


Frigidaire Service Parts on all Frigidaire 


Headquarters are two big reasons why 
refer using Frigidaire parts,” says Ed 
rantz, Ed Krantz Commercial Refrigera- 

tion, 1399 MacArthurBlvd., Oakland, Calif. 


valuable customer goodwill for us over a 
eriod of many years,” says Clyde A. 
ichardson, Richardson Electric Co., 12 

Bridge St., Martinsville, Va. 


equipment and use many Frigidaire Parts 
whenever possible on all makes,” says 
Albert Ward, Ward’s Refrigeration Co., 
632 W. 4th Ave., Denver, Colo. 


frigidaire Dervice Parts mean Good Business for You! 


Special Frigidaire Service Equipment makes your work 
easier, faster, more profitable. 


coeonnnnecoansmmamennenconmemnesce 


1. Frigidaire Low Temperature Test-Meter. Increased low tempera- 
ture and “Freon-22” applications make this a must for every refrigeration 
serviceman. It’s a compact, accurate test meter that reads from —50°F 
to + 70°F on a 2° graduated scale. Meter, resistance bulb and 15 feet 
of calibrated wire are enclosed ina leatherette case with carrying strap. 


2. Frigidaire Thermo-Tester. Here’s a sturdy little pocket tool that 
enables you to test and adjust switches on all household cabinets and 
many commercial installations without removing control or switch. It 
cuts job time from hours to minutes. You can also use it to test thermo- 
static switches and expansion valves in the shop. 


3. Frigidaire Vacuum Pump —1/9 HP. Lightweight, compact and 
portable, this pump has been specially designed for evacuating air before 
charging the system with refrigerant. It’s an adaptation of Frigidaire’s 
famous Meter-Miser Rotary Compressor—complete with starting relay, 
extension cord and gauge connections—a modern service requirement. 


4. Frigidaire Leak Detector. You can instantly detect any traces of 
“Freon-12” with this compact, easy-to-use torch. It burns alcohol under 
pressure — producing a blue flame that changes color in the presence of 
even the smallest amount of “Freon-12.” 


e 
° FREE! Big new 
° Frigidaire Parts Catalog. 
: Send for it today! 
: > 
i 
$ FRIGIDAIRE DIVISION 
¢ General Motors Corporation =] 
. 1399 Amelia Street, Dayton 1, Ohio. (In Canada, Leaside 12, Ont.) 
S| - Please rush my free copy of your new parts catalog — 
$ “Genuine Precision-Built Frigidaire Parts and Accessories.” 
e SE ee a a ee ee siti 
Parts and Accessories = firm vine 

o 

Visit the Frigidaire Exhibit at the All-Industry Refrigeration and Air ° AddTOSS oe eeaneeeeneeeeeevsvvecsennetvrencceneevvnnncnneetesnnneceeettsnnneseeeeneennnneeens 

Conditioning Exposition, Atlantic City, Nov. 14 through Nov. 18. rs City CO ee ee Rsiiisnitinicisiebiieananes 
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ACCESSORIES ¢. 


Y bd 

x § Val 

superior “32. 
= PITTSBURGH 26. PENNA. 


MOTOR-BASE 
ADAPTERS 


A combination 
hard to beat: a 
new motor and 


a set of motor 
adapters to Ye to 1 hp.—102-C 


make it fit. 1 to 3 hp.—103-C 
SERVICEMEN SEE YOUR JOBBER 


Motor Adapter Corporation 
4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Y_ to Y3 hp.—101-D 


Available from 
1/2 to 10 H.P. 


CLEANABLE 
DOUBLE-TUBE 

COUNTER-FLOW 
WATER-COOLED 


Write for literature 


PITTSBURGH 22, PA. 


NEWPORT NEWS, Va.—Offering 
homeowners who have . purchased 
new refrigerators a free gift of polish 
one month after the box has been 
installed is a stunt which has led to 
much goodwill and “repeat sales” 
for Patrick & Silk, Inc., large Frigid- 
aire dealership here. 

Carl Patrick and Robert Silk, 
partners in the firm which has 15 
years of appliance retailing behind 
it and currently leads the southeast 
in Frigidaire sales volume, hit upon 
this idea as a means of “keeping 
up our public relations with the cus- 
tomer.” 

“Our theory is that we ought to 
keep the customer visiting the store 
as often as possible, even if we have 
already sold all of the appliances 


which she ostensibly needs,’”’ Patrick 
explained. 

“There is no way of determining 
when the housewife will want a new 
home freezer, an air conditioner, or 
something in addition to the appli- 
ances she already~ has purchased. 
Then there is the possibility of gifts 
for relatives and friends which must 
not be overlooked. If we keep the 
customer tightly linked to the store, 
by other means than mere warranty 
maintenance, the chances are that we 
will get any forthcoming appliance 
deals.” 

The mechanics of the Frigidaire 
dealer’s system are simple. First, a 
4 by 6-in card is made out by the 
bookkeeper on every new refrigera- 
tor purchase. On it is listed model 


number, price, charge for time-pay- 
ment details, if any, etc. 

The cards are filed alphabetically. 
Thirty days from the date of instal- 
lation, a penny postcard goes out to 
the homeowner, with copy as fol- 
lows: 

“Dear Folks: We want to thank 
you again for your purchase of a 
Frigidaire from us. It is our desire 
that you be happy and proud of your 
Frigidaire, and we request that you 
notify us immediately if we have not 
thoroughly acquainted you with its 
complete operation and all of its 
advantages. 

“In appreciation of your Frigid- 
aire purchase, and to help you keep 
it shining bright, we have purchased 
for you a big 20-0z. package of 


Gift Can of Polish 1 Month After Refrigerator Sale Builds Goodwill 


guaranteed enamel cleaner, which w - 
will place in your hands free o° 
charge if you will bring us this car: 
any time during the week of ..... 
We are looking forward to seein ~ 
you.” 

Since it is obvious to the housewif = 
that there are no “strings attachec ’ 
to the offer, the response has bee. 
incredibly high. Ninety per cent :f 
the women involved schedule a vist 
to the store on their next shoppin: 
trip. 

From time to time, similar ‘r - 
wards” are offered. While the pr - 
motion costs Patrick & Silk only $0 
per month, it is buying thousands f 
dollars worth of goodwill, transla - 
able into profits in the not-too-dista t 
future. 


Ellenwood Named President 
Of Neb. Lockermen’s Assn. 


GRAND ISLAND, Neb.—George C. 
Ellenwood of Lyons was_ elected 
president of the Nebraska Frozen 
Food Lockermen’s association in an- 


nual convention here. Ellenwood 
succeeds R. A. Reid who is of David 
City. 


Other newly elected officers are 
Russell A. Therien of Lincoln, vice 
president; Marion Sargent of Bea- 
trice, second vice president; W. H. 
Hasebroock of West Point, re-elected 
secretary-treasurer. 

Directors are Reid, Marshall Jen- 
kins of Alliance, Lester Sollenberger 
of Fairbury, Dave Beckhiff of Thed- 
ford, Joe Fidel of North Platte, and 
Mat Mauel of Stratton. 


Kalamazoo Stove Shows 


Net Loss for 9 Months 


KALAMAZOO, Mich.—A net loss 
of $524,168 for the nine months 
ended Sept. 30 was reported recently 
by the Kalamazoo Stove & Furnace 
Co. here. This was after giving effect 
to a tax carryback credit of $310,617. 

For the first nine months of 1948, 
the firm reported a net income of 
$636,699, or $2.12 per share. 


Another Hyssong’s Store 


ELMIRA, N. Y.—Hyssong’s has 
opened a new appliance store at 211 
E. 14th St. The company has grown 
into one of the largest commercial 
refrigeration firms in the Southern 
Tier area. 
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Minute Maid Sets Up Own 
Distribution System In N. Y. 


NEW YORK CITY—To stabilize 
distribution costs and offer its frozen 
orange juice concentrate at a uni- 
form, lower price, the Minute Maid 
Corp. has set up its own distribution 
system for direct delivery to retailers 
in the greater New York City area, 
Howard C. Boerner, sales manager 
for the firm, announced recently. 

Distributing branches are being es- 
tablished in New York City, Brooklyn, 
Newburgh, Long Island, Westchester, 
northern New Jersey, and central 
New Jersey. 

The move was taken because costs 
of distribution through other agencies 
had varied so widely that consider- 
able fluctuation in retail price was 
caused, Boerner stated. 

Boerner also revealed that Minute 
Maid plans to triple production of 
frozen orange juice concentrate in 
the new packing season. 


Food Technologists 
Schedule ’50 Convention 


CHICAGO—tThe Institute of Food 
Technologists will hold its Decennial 
Conference from May 21 to 25, 1950 
in the Edgewater Beach hotel here. 

The institute noted that its first 
conference was held here in 1940 
when its membership consisted of 
about 700 food technologists. The in- 
stitute now has 3,000 members. 

For the Decennial Conference, it is 
planned to extend invitations to out- 
standing leaders in finance and in- 
dustry to attend a special luncheon. 
The luncheon will be followed by an 
address by an international banker. 

The purpose of such a gathering, 
the institute said, is to create a 
broader appreciation of the signifi- 
cant roles food technologists have 
already assumed and are prepared 
to take in the future development of 
food industries. 


Refrigerators, Ranges, and Freezers Head Sales List 


In Utah, West Colorado 


SALT LAKE CITY — More than 
$2,000,000 in refrigerator sales was 
posted by dealers in the territory 
served by the Utah Power & Light 
Co. and the Western Colorado Power 
Co. for the first eight months of the 
year, the utilities reported recently. 


This volume was made in a terri- 


Area for First 8 Months 


tory that includes only 143,495 domes- 
tic electrical customers, the utilities 
noted. Unit volume was 9,671. 
Slightly over $1,000,000 in electric 
ranges was sold in the same time. 
The utilities’ report covering sales 
for the four months of May through 
August and for the first eight months 


-~© of the year is as follows: 
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Unit Sales Unit Sales Dollar Value 
Appliance May to Aug. First 8 Mos. First 8 Mos. 
Pere eee 6,388 9,671 $2,175,975 
WN eh Pine b6 0.85450 SR RMS 2,772 5,003 1,000,600 
po By rr 944 1,451 399,025 
WOter BIOREOPO oo icc iccccccsccccs 1,909 3,457 432,125 
Clothes Washers, conventional .. 3,263 6,211 776,375 
Clothes Washers, automatic ..... 1,280 2,165 541,250 
VOCUUM CIOGMOEE .oiciiccccccccns 2,567 5,412 405,900 
BRR S SSG reer e err eer ee 702 1,555 155,500 
eB rr er 182 371 87,185 


AUTOMATIC TACKER 
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Here’s the home freezer line that has 
everything! It’s styled, designed 
and priced to sell—actually the big- 


gest home freezer value today. If on 
you haven’t looked at the Schaefer y 
i Pak-A-Way line, do so at once. ~ 
Compare Pak-A-Way quality! = 
7 C k-A- ! Broad, flat staples that (4 
& ‘edtidnigiiadevanes do not cut through rub- { 
* Compare Pak-A-Way price! ber gaskets. Drive ito ! 
Then you’ll see why Pak-A-Way an ee Ret 
, : Available te 
is the home freezer that has everything! in steel or bronz: co 
; 
STURDY © 
: There is a model to fit every MACHINE hs 
need ... each with many ——— 
new and exclusive features LOW COST % 
hat make PAK-A-WAY the > 
wi as il STAPLES W & 
: Model 350 em 
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Stapling and Sash Pinning Machines for All Purp 9 


Mfrs. of SCHAEFER Ice Cream Cabinets, CLEARVIEW Ice Cream and Frozen 
Food Merchandising Display Cabinets, PAK-A-WAY Home and Farm Freezers. 


Model 2100 


Manufacturers of Nailing, 


v ph “a _— ry - . 
of sf i - =< ‘ 
Fe : 1 x ‘ 
2 ? ee a — 
= * P ee eae» - a Sie ah 
: " 4 € = She! cod — 4 A 7 ‘* - a 
oo ; < Fe ig, Hee e itt He P 4“ wah "i ty Sw “ee ee mi : c 
+ ;c'> = i ~ = ; . 2. > = a 7 bi 5 ae wy SS erat Pe « 2% cS ~ to DG ioe 
p >. s5 ( ul yh aio a aed te = ‘ j rr =) ~~ al 
ad ost - Hf. SA ha Se ft a : es ‘ < ats 
. pr" 8 . ‘ \ i » 
wy = _ & i ed on oe res et & 27 _ 
i ; iad i : 


3 mm eee 
- aS % | 
— 
| | ee el 
| ee 
Si CONDENSERS | Po 
ee | i 
I —_|_}f 
es | 
ae an h, p 3 
: : ge | a inane ee 
1 fuoujthing/ ” * If 
O y | | 
a >. | 
a = lf 
>, —a oe © 
met ' 


mes- 
ities 


ctric 
1e€. 

sales 
ough 
nths 


nto 


iL. 


AIR CONDITIONING & REFRIGERATION NEWS, NOVEMBER 21, 1949 


CLEVELAND—tThere are at least 
four things that the rural appliance 
dealer must do to capture his share 
of the farm market, according to 
J. R. Cobb, manager of farm market 
sales for Frigidaire Div., General 
Motors Corp. 

Speaking at the recent 14th an- 
nual conference of the International 
Association of Electrical Leagues, 
Cobb said “The appliance dealer that 
we are talking about has to do a 
lot more than just jump in his car 
or truck and stop at the first house 
out of town if he wants to get this 
business. He has a few $64 questions 
to answer first.” 

The first question, pertaining to 
the dealer’s selling organization, is 
this, he stated: 

“Is his organization set up so that 
he can leave his shop, day in and day 
out—getting to those farms—or will 
he be able to get the right kind of 
salesman to do this job? If he does 
get a salesman, how much gasoline 
expense, drawing account, and com- 
mission is he willing to allow? 


Who Will Cover Territory? 


“Even good salesmen have to get 
started, and many dealers paid for 
their experience but didn’t get to 
capitalize on it because they did not 
keep their salesmen happy. Good 
salesmen are in great demand, es- 
pecially in rural areas—so looking 
over the organization to see who is 
going to sell out of town is im- 
portant.” 

The second consideration, in Cobb’s 
opinion, is the service organization. 
He elaborated: 

“Farm families like to buy from 
nearby local dealers because they 
can expect better service from them. 
Therefore, our dealer had better ask 
himself the question, ‘Can I render 
A-1 service on all those appliances 
that I sell 10, 15, or 30 miles from 
my store?’ 

“With only one serviceman, this 
poses a real problem because some 
rural trips may take this serviceman 


out for half the day, and this costs 
b> 


Farm Appliance Market 
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Big PRICE CUT 


LIST REDUCED '/ 


JEWETT 
FREEZER 
SENTRY 


@ From $14.95 to $9.95. 
Now every serviceman 
should sell one.on 
every Home Freezer 


call. It’s a “push over” sale where valuable foods 
have been threatened by a breakdown. 


Every home freezer owner needs this warning 


device of mechanical failure. You know the owners. 
They need the Sentry. 


Self-contained...installed in two minutes... posi- 


tive action...no thermostat...battery operated with 
5 year battery life...100 hour buzzer operation... 
extra profit margin...write for complete story. 


JEWETT ASSOCIATES 


1053 MAIN STREET BUFFALO 8, N. Y. 
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money and ties up the shop. Even 
installations of appliances’ miles 
from town take from three to four 
times as long as those a few blocks 
away in town.” 

Cobb noted that the dealer may 
increase his service organization or 
have his new rural salesmen trained 
to install appliances right from a 
sales truck. 


Representative Can Combine 
Jobs of Selling, Repairing 


“Such a trained salesman could 
also take care of service calls, simple 
repairs on the jobs and bring in the 
equipment for major repairs,’ he 
suggested. “The salesman would have 
to be compensated for such work, 
but this would not involve the ex- 
pense of sending a serviceman out 
for every call.” 

Selection of trade areas to cover 
was given as the third problem. 

“Many dealers have no plans con- 
cerning their sales territory, when 
it comes to farm areas,” the speaker 
said. “As a result, they may con- 
sistently lose money when they sell 
too far from their home town. 

“They also lose a very valuable 
sales asset when they extend their 
sales area too far. One of the best 
sales arguments that swings many a 
sale is the fact that the rural family 
knows who the dealer is and his 
reputation is good all over the com- 
munity.” 

Therefore, Cobb pointed out, the 
good dealer secures from power sup- 
pliers all possible data about the rural 
areas—the number of customers they 
have, appliance saturation, 
etc. Then, looking at maps and from 
knowledge of trade areas, he deter- 
mines the number of miles from town 
that he could profitably sell his pro- 
ducts. Then he concentrates on that 
area. 

Discussing point four—building a 
reputation with farm people—Cobb 
noted that in many areas, “electricity 
on the farms is so new that these 
prospective customers for a host of 
appliances haven’t decided just who 
does sell the best product or renders 
the best service. 

“Their neighbors, too, are all new 
electric users, so many times the 
dealer who gets there first with ad- 
vertising and salesmen can capi- 
talize on this fact and build a good 
reputation in a hurry. 

“He has to show a sincere desire 
to serve the farm market and appre- 
ciate farm problems. For instance, 
he should know that farm folks like 
to shop around, but will buy quality 
merchandise, that they do not require 
the same type of financing that 
salaried town workers need. Their 
income comes once or twice a year. 


Taking Part In Fairs Helps 


“A good dealer knows about and 
participates in those fairs, demon- 
strations, and meetings that farm 
folks enjoy.” 

In further enlarging on this point, 
Cobb said the good rural appliance 
dealer advertises in local publications 
that are read by farm families and 
on the radio programs that are of 
most interest to them. 

“He gets to know the county agent, 
the home demonstration agent, and 
rural service people of the power 
suppliers and cooperates with their 
demonstrations, fairs, and meetings,” 
Cobb told the league men. ‘‘He makes 
Saturday his store day to welcome 
farm folks.” 

Earlier in his talk, Cobb  ob- 
served: 

“In every suburban community 
adjacent to your city, we can gen- 
erally find one or more appliance 
dealers. Sometimes as many as 8 to 
10 such dealers may be found today 
in some of these towns—far too 
many for most of them to make a 
decent living selling electrical appli- 
ances alone. 

“But even when there are only 
two or three such dealers in a subur- 
ban town, the going is very tough be- 
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2 Supply House Thot 
Service Built 


Everything you need in REFRIGERATION, 


AIR CONDITIONING, HEATING PARTS and SUPPLIES 


Save time and energy . . 


. order from our new catalog. Efficient 


Same-day service, from men who know your business. Keep your 
stocks complete from our stocks. Wholesale only. 


SERVICE fi7/PARTS CO. | 


2511-2611 LAKE ST. 


MELROSE PARK, ILL. 
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cause such an area may not have 
over 700 to 800 families—and your 
arithmetic doesn’t have to be good 
to figure out the fact that this num- 
ber of prospects for three dealers 
cannot support all three of them in 
the appliance business. 


“Of course, we all know that many 
such dealers do not depend on appli- 
ance sales for all of their income. 
They have furniture or hardware, 
or some other equipment to sell. 


“But, let’s just suppose that one 
of these dealers depends on appli- 
ances, large and small, for his prin- 
cipal income.. Then he had better 
think seriously about his sales possi- 
bilities and get after the farm and 
crossroads business too. 


“In most cases today he may be 
surprised to find that within 25 miles 
of his store are over 1,000 farm 
families that offer a much more lu- 
crative market than he could possibly 
find in town. 

“In town he is competing with the 
hardware merchant who has appli- 
ances for sale, the furniture dealer, 
plus the large city department stores, 
and possibly the drugstore and fill- 
ing station also display electrical ap- 
pliances. All of them have their 
friends who will buy from them 
regardless of how aggressive our ap- 
pliance dealer is. 

“But in the farm areas—there it 
is different. He can really do some- 
thing there if he goes about serving 
this farm market right.” 

Cobb described the farm market 
as “America’s fastest growing mar- 
ket.” Explaining this claim, he pointed 
out that “for the past 11 years, farm 


To Sell His Area, Rural Dealer Must Build Reputation 
For Handling Reliable Line and Giving Quick Service 


crops have been getting better and 
better and prices have continued to 
climb: 


Farm Income Quadrupled 


“1939, first six months’ cash farm 


‘income, 3 billion dollars—1949, first 


six months’ cash farm income, 12 
billion dollars—or from $500 
cash income per farm in 1939 to 
$2,000 in 1949, and this figure does 
not include Uncle Sam’s benefit pay- 
ments which have helped a little too.” 

Citing another factor, he noted that 
“15 years ago, only 10% of our six 
million farms enjoyed central station 
electric service. Since that time, the 
power suppliers have extended elec- 
tric service to farms at a tremendous 
rate, and, incidentally, .many previ- 
ously isolated towns that had in- 
efficient, high-cost electric service 
benefitted too. 

“Hundreds of millions of dollars 
for line materials, poles, and generat- 
ing equipment have gone into getting 
these rural lines installed. So today 
over 75% of all inhabitable rural 
areas enjoy central station electric 
service, and this has resulted in a 
tremendous new market for wiring 
devices and appliances.” 

This rural market, Cobb stressed, 
is an important one to cultivate. One 
reason this should be done is that 
the farm market is “a stabilizing in- 
fluence in these days of indecision 
and unrest in our metropolitan in- 
dustrial centers,’”’ he asserted. 

“I believe that this rural market 
helped materially in staving off a 
serious recession in the late spring 
of the year,” he said. 


“You certainly haven’t forgotten 
all of the recession-depression talk 
we heard on our radios—saw in our 
newspapers in April and May—and 
things did look bad in our large 
metropolitan areas. People believed 
what they heard and saw, so they 
cut down on buying—waiting for the 
lower prices forecast. 

“This had its effect, and I’m sure 
that many industries were really con- 
cerned. . . . Slow metropolitan mar- 
kets were warning clouds indicating 
that they should slow down. 

“But one market stood up—the 
rural market. All over the nation the 
small town folk and farmers kept 
right on buying in spite of the reces- 
sion and depression forecasters. And 
this, I believe, kept production rolling 
until the warning clouds of recession 
disappeared.” 


Solar Refrigeration Names 
Loveland as General Manager 


LIMA, Ohio—Appointment of Lyle 
E. Loveland as general manager of 
the Solar Refrigeration Sales Co. to 
handle all sales of the Solar refriger- 
ator being manufactured by Artkraft 
Mfg. Corp. here was announced re- 
cently by the latter firm. 

Loveland was_ formerly Great 
Lakes district manager for Hotpoint, 
Inc. With Solar, he has been given 
the task of organizing and developing 
a direct sales and service organiza- 
tion for the marketing of the Solar 
refrigerator in Ohio. This includes, it 
was said, the franchising of servicing 
dealers. 

The Solar line includes’ seven 
models of refrigerators in two basic 
sizes and will, in the near future, 
include several models of home 
freezers, it was reported. 
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KLIXON 
MOTOR STARTING RELAYS 


Their positive action and long 
life eliminate starting troubles. 
They complete the combination 
with Klixon Protectors re- 
quired to start and protect 
hermetic motors. Used and rec- 
ommended by leading refrig- 
eration manufacturers. 
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for trouble-free motor operation 


“Field experience” of many manufacturers, both domestic and commercial, 
proves that Klixon dome-mounted Protectors keep motors from burning 
out in hermetic units. This trouble-free motor operation reduces their 
servicing and minimizes repairs and replacements. 


Mounted on the dome where they follow every temperature change, 
Klixon Protectors snap the power “off” should che motor become dan- 
gerously overheated. When it cools to safety, they snap the power “on” 
automatically enabling the unit to maintain refrigeration. 

You, too, can prevent motor burnouts in your units by using Klixon 
dome-mounted protectors. 

If you are a manufacturer who buys compressors for use in your cabinets, 
it will pay you to specify and insist that the hermetic units come equipped od 
with Klixon dome-mounted protectors. They will reduce motor burn- 
outs, Cut your service calls, build customer good will. 


D> SPENCER THERMOSTAT 
KLIxo 


Division of Metals & Controls Corporation 
veaoe ame mo v Seat om 2411 FOREST STREET, ATTLEBORO, MASS. 
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Do You Have ‘One Foot In the Door’? 


— 


An experienced 

air conditioning 
engineer with 

a background in 
teaching and writing 


A well-arranged, . 
convenient, and 
inexpensive series 
of manuals 


by James J. LaSalvia 


JUST OFF THE PRESS 


. . . the first in a series of simplified, practical training manuals and 
reference books for layout and installation of comfort air conditioning 


systems. 
Order your copy now! See it at your parts wholesaler! 


PRICE: $2.00 PER COPY 


(Price includes a copy of one of the best psychrometric charts available, 
plus a chart that simplifies the sizing of grilles.) 


A lot of doors must be opened to arrive at successful air conditioning 
application methods. And here’s a new “key” to the doors. . . . James 
LaSalvia’s “THE KEY TO AIR CONDITIONING.” 


As in other books of “The Refrigeration Library,” the material is 
“ presented in a simplified, easy-to-understand manner, with charts, tables, 
| problem examples, and conclusions, serving as instruction for the 
beginner and reference for the experienced installer. 


Mr. LaSalvia has had 30 years experience in air conditioning, refrigera- 
tion, heating, and ventilating. This experience has covered designing, 
installing, and testing more than 1,000 air conditioning systems of all 
types, in addition to conducting training schools and college classes. 


This first manual No. K-1 (additional manuals to be published in the 
near future) covers the fundamental physics of air conditioning, use 
of charts, methods of ventilation, figuring of air requirements, refrigera- 
tion problems as related to air conditioning, use of fans, methods of 
air distribution. 


Business News Publishing Co. 
450 W. Fort St., Detroit 26, Mich. 
Please send ........ copies of “The Key to Air Conditioning” 


No K-1 @ $2.00 per copy. () Remittance enclosed. [ Send bill. 
Order from your parts wholesaler 
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International Investors 


~ Aren’t Dumb and Blind 


ry LEEDING-HEARTS and starry-eyed idealists who are confi- 

dent that an upsurge of American investments in foreign 
countries is the answer to the rest of the world’s lack of dollars 
are due for a shock, according to Andre Istel, famed international 
investment banker and France’s delegate to the Bretton Woods 
Monetary Conference. 

Mr. Istel asserts that substantial investments in Eurasia, 
Africa, and Australia won’t be feasible or attractive to investors 
until the common stocks of American corporations are priced “at 
levels more in keeping with their true asset values.” 

Should shares in American “big board” corporations become 
less attractive, international investors might be tempted to 
try their luck elsewhere. But not until then. Most common 
stocks represent extraordinary bargains today. 

“The question of American investment abroad,” Mr. Istel 
maintains, “is affected by a serious problem which influences the 
whole system of private finance, both national and international, 
in the United States. The shares of more than a hundred Ameri- 


| can industrial and commercial corporations of good standing and 


high yield are selling on the Stock Exchange at prices lower than 
the per share values of the working capital of these corporations. 

“In other words, a purchaser of stock in these corporations 
acquires at no cost all their fixed assets, all their equipment, all 
their goodwill, and all their technical ability. Under these cir- 
cumstances, how can investors, unless through ignorance, be in- 
duced to invest their capital in new enterprises where it is neces- 
sary to buy all these assets at cost price? 

“If the investor is thus deterred from making any invest- 
ment in new enterprise in the United States, he has many more 
reasons to avoid investments abroad. He would have to begin by 
buying foreign currencies at the official rate of exchange, which 
is maintained artificially too high. Then, in addition to political 
and ordinary risks inherent in business, he might not be able to 
repatriate his capital. 

“All this for a return smaller than the one he could obtain 
in the United States, and all this where the possibility of capital 
gain, in the event of success, would not equal that in the United 
States. The game is not worth the candle.” 

Under the circumstances, it isn’t surprising that private inter- 
national financing is almost non-existant today. Significant fo: t- 
note: The International Bank, although its obligations are gu: r- 
anteed by the United States Government, has been able to s I 
only $250,000,000 of its bonds to investors everywhere and ar v- 
where. It had expected to sell at least six times that much 

Bargains in corporate shares are not peculiar to the Unit d 
States, according to Mr. Istel. In France, and England al ), 
stocks of sound corporations are selling at prices lower th 1 
their working capital. 

“The cause of these unrealistic prices,’ Mr. Istel asser ;, 
“is the increasing burden of taxes and charges of every nati @ 
which weigh on enterprises. 


“It is not a question of whining, but of measuring the f: - 
reaching consequences of those frivolous policies which govern¢ 5 
advocate to get more votes.” 

Brother Istel, you said a mouthful! 

Belatedly the make-the-world-over dreamers are realizi 
that progress is impossible without investors—private investo 
that is! 

What they now need to realize is that they can lead a hor 
to water, but they can’t make him drink—unless he senses th 
the water is palatable. 
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Store Installs Total of 154 Ft. of Refrigerated Cases 


ENERO URLS TY ERS 
8 le CNT ae oS FAG 
* eS ge é‘ Rdg, 


Great emphasis on refrigeration is readily seen in the over-all view of Harvey's market 

in Ferndale, Mich., a picture taken before the management found customers forced them 

into adding a more complete line of dry groceries, which originally the store had 
planned to omit because they're short-profit items. 


* * 


* 


Refrigeration Equipment Helps New 
Detroit Area Market To Concentrate 
On Higher-Profit Perishable Items 


By C. Dale Mericle 


FERNDALE, Mich.—Unique as a 
supermarket when it opened here two 
months ago because it did not sell 
dry groceries, the new Harvey’s mar- 
ket found that customers soon ob- 
jected to the absence of these items. 

Dry groceries generally have only 
the narrowest of profit margins in 
a supermarket, hints A. O. “Gus” 
Hoyt, manager of the market and 
president of Universal Meats, Inc., 
owner and operator of MHarvey’s, 
which was why this market attempted 
to concentrate on only the larger 
profit perishable items. 

When the store opened, Hoyt had 
predicted: “It will probably take at 
least two months to get a good line 
on how this plan will work out. The 
main question here is whether there’ll 
be enough store traffic without the 
dry groceries.” 

The store is located in the center 
of the main shopping district of this 


a 


' SPECIFY 


AMMONIA 
CONDENSER *SINCE 


OlL SEPARATORS ~ 
LIQUID RECEIVERS 
HEAT EXCHANGERS 


Seles thee 3 PIPE AND FIN COILS 


-_ items you | DRY-EXWATER CHILLERS 
ested in, EVAPORATIVE CONDENSERS 


. HI-PEAK WATER COOLERS 
FREON SHELL AND TUBE 
CONDENSERS 


FREON SHELL AND COIL 
CONDENSERS 


BLO-COLD INDUSTRIAL 
UNIT COOLERS 


CME INDUSTRIES inc. 


JACKSON, MICHIGAN 
Representatives in principal Cities 


large Detroit suburb, however, so 
there is plenty of traffic on the side- 
walks. There was enough traffic in 
the store, all right, too, but the cus- 
tomers complained that they weren’t 
getting all the accommodations. they 
should. 

Because Harvey’s is still concen- 
trating heavily, though no longer ex- 
clusively on perishables, a consider- 
able amount of refrigeration is neces- 
sary. In fact, there is a total of 154 
ft. of refrigerated cases in the store. 

As the customer enters the front 
doors (there’s also a back entrance) 
he first sees two frozen food cases, 
another case for frozen fish, a small 
Philco freezer filled with frozen 
orange juice concentrate, and the 
30 ft. of refrigerated produce cases. 

All these cases are of the open, 
serve-self type, and are of Sherer- 
Gillett make, except for the orange 
juice unit. The entire installation was 
handled by Johnston Refrigeration, 
including the installation of seven 
G-E condensing units in the base- 
ment. 

The meat and dairy department is 
separated from the produce and 
frozen food section. Here along one 
side is a 30-ft. row of open meat 
cases. Of these three Sherer-Gillett 
Model 2610 cases, two (20 ft.) are 
being employed for pre-packaged 
lunch meats. The remaining 10 ft. is 
devoted to pre-packaged fresh meats. 

Across the back of the store in 
front of the walk-ins and wrapping 
room is a 30-ft. stretch of continuous 
single-duty service meat cases con- 
sisting of three 510C models. 

The dairy department is located on 
the other side of the store and con- 
sists of three 2610 models arranged 
to provide 30 ft. of continuous self- 
service display. 


PRE-PACKAGED POULTRY 
SOLD WELL AT OPENING 


Set up as an island display directly 
opposite the open meat cases is a 
Model 2410 open, self-serve case for 
pre-packaged poultry. This has been 
fitted with sliding doors so that it 
may be serviced from the rear. 


“Pre-packaged poultry sold very 


. 


RIGHT: 
market is displayed under re- 


Produce at Harvey's 
frigeration in a string of three 
double-duty open Sherer-Gillett 
cases. 


RIGHT: Three 10-ft. Sherer-Gil- 
lett open self-serve meat cases 
run along one wall, two being 
used for pre-packaged lunch 
meats, and one for pre-pack- 
aged fresh meats. There's a 
conventional service meat sec- 


tion, too. 
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DOUBLE DUTY DISPLAY 
CASES 


« FULL VISION CASES 
* TOP DISPLAY CASES 


YOU CAN MAKE MONEY WITH FLEETWOOD 


A Fleetwood Dealership is a money making fran- 
chise. Twenty years of quality refrigerated display 
equipment stands squarely behind this famous name. 


We manufacture a complete line of Display Cases, including: 
% DELICATESSEN DISPLAY 


. FISH & POULTRY CASES % SELF-SERVICE OPEN 


% DAIRY WALL CASES 
leetwood cases are available in both self-contained and remote models. 


id 


—=—= + Vi INC. 


CASES 


DISPLAY CASES 


Some choice territories 
are available, which we 
shall be pleased to dis- 
cuss with you. 


WILKES-BARRE, PA. 


well on the opening weekend,” re- 
ports Hoyt, the manager. 

“Self-serve meats are definitely 
the coming thing, too,” he adds. 
“During the opening days there’d be 
30 people or more crowded around 
the open cases while only three or 
four were waiting at the service 
counter. 


“It’s still too soon to judge whether 
we have the right proportion of self- 
serve to service cases, however,” 
Hoyt believes. 


As for frozen foods, he reports: 


“More than 1,000 packages were 
sold during the three-day opening. 
_ There was a special offer with this, 
however. A free orchid was given 
away with every two packages of 
frozen foods, the orchids having been 
flown in from Hawaii.” 


FREEZER PROMOTES ORANGE 
JUICE CONCENTRATE 


To supply the refrigeration neces- 
sary for frozen foods and other 
perishables, a total of 11 condensing 
units is employed. Four of these are 
self-contained. Each of the _ three 
Sherer-Gillett Model 2508 open cases 
and the Philco open freezer for 
orange juice concentrate has its own 
unit. The rest of the cases and the 
walk-ins are powered by seven G-E 
units neatly installed in an accessible 
corner of the basement. 


Largest of the remote units is a 
3-hp. job which handles the walk-ins 
and the meat pre-packaging room. 
There is a 6 by 8-ft. Sherer-Gillett 
walk-in for produce in the basement. 
On the first floor is a two-compart- 
ment walk-in with over-all measure- 
ments of 14 by 24 ft. The smaller 
compartment is used for dairy pro- 
ducts, while the larger section is de- 
voted to fresh meats. The latter has 
two doors; one at the rear for load- 
ing, another at the front opening 
behind the service meat counters. 

A McQuay blower coil is installed 
in each of the three walk-ins, which 
are equipped with individual White- 
Rodgers thermostats and Penn sole- 
noids to permit independent control. 


Another McQuay blower coil con- 
nected to the same 3-hp. unit serves 
the pre-packaging room. This, too, 
has its own thermostat and solenoid 
control designed for holding the room 
temperature at about 65° F. Purpose 
of this is to keep the temperature 
of the meat as low as possible with 
the obvious practical limitations set 
by the wrapping personnel. This par- 
ticular room is insulated with 4 in. 
of Fiberglas. 


Two 2-hp. condensing units are 


—© also included in the basement ma- 


chinery layout. One of these supplies 
the three 2610 cases which comprise 
the 30 ft. of open continuous produce 
display, while the other unit handles 
the three open 2610’s in the dairy 
department. 

A 1%-hp. machine takes care of 
the two 2610 cases used for lunch 
meats while the single 2610 for pre- 
packaged fresh meats is powered by 
a %-hp. unit. Another %-hp. con- 
densing unit serves the 2410 poultry 
case, and a third %-hp. unit handles 
the three 510C single-duty service 
meat cases. 


These three cases, incidentally, 
have been fitted with special sheet 
metal enclosures to close up the back 
of the cabinet base. This prevents 
boxes, paper, etc. from being shoved 
under the cases to make an unsightly 
mess. Aluminum trays, instead of 
the conventional porcelain enameled 


variety, are also being employed in 
these 510C cases. 

It was because Hoyt, the manager- 
owner, is a stickler for neatness that 
the backs of the service cases were 
closed off. This may also be a reason 
for the fact that drain lines in front 
of all cases are concealed by a false 
plate at the base of the cabinets. 

Refrigerant lines between the cases 
and condensing units are run under 
the floor in such a way that they 
are concealed, too. 


‘Bese Crumbs’ Stored ot 


-25° F. Speed Recovery 
From Operations 


ATLANTIC CITY, N. J.— Bone 
graft crumbs, which are stored in 
glass containers in low-temperature 
cabinets at -25° F., were advocated 
for use in surgery for the first time 
recently by Dr. Roger Anderson of 
Seattle. 

Dr. Anderson is senior consultant 
at the University of Washington 
School of Medicine and is said to be 
one of the country’s outstanding 
orthopedic surgeons. He _ reported 
good results from using bone crumbs 
in grafting, to the 14th annual assem- 
bly and convocation of the U. S. 
chapter of the International College 
of Surgeons at the Hadden Hall 
hotel here last week. 

“The crumbs are dbtained in a 
unique way by use of a bone mill, 
which so cuts the crumbs that they 
stick to one another in much the 
same manner .as the common weed, 
the burdock,” Dr. Anderson declared. 

He said that “after a very short 
convalescence the patient is able to 
walk out of the hospital without the 
aid of casts, braces, or crutches.” 

He pointed out that crumbs are 
now stored in the university’s refrig- 
erated bone bank. 


Southern Grill Plans Cooling 


ROCK HILL, S. C.—Complete air 
conditioning is included in a $10,000 
expansion and modernization pro- 
gram announced Nov. 8 by the Park 
Inn Grill. 
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PHILCO 
FREEZERS 


For Farms and Institutions 


PHILCO DV-301 -(above) 30.1 cu. ft. 2 door 
Upright Freezer holds up to 1050 Ibs. . . . provides 
huge capacity for quantity users of frozen foods. 
Full-width Refrigerated Shelves. Temperature Con- 
! trol. Net we. 840 lbs. PHILCO DV-151 (below) 15.1 
cu. ft. size with 525 Ib. capacity. Net wt. 515 Ibs. 


Here they are... the new giant capacity |, 
Philco Freezers of 30 and 15 cubic feet 
... designed for customers requiring 
big volume storage of frozen foods. | 
Here too, is a proven selling plan to | 
help you get your share of this BIG 
FREEZER business in your area. You | 
Can start at once lining up freezer pros- | 
pects and making sales. Get the full 
story now from your Philco Distributor. 


How to get 


PROSPECTS 
for the sale of 


LARGE 
PHILCO 
FREEZERS 
y- 
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PHILCO 
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Meter Plan Payments 


Carefully Worked Out Forms and Collection System Make This 
Method Effective In Selling Commercial Display Cases 


SAN FRANCISCO—“Pay for your 
commercial refrigeration equipment 
with just a few quarters a day out 
of extra profits.” 

Those magic selling words encom- 
pass the story and appeal of the 
Silver-Stahl Corp.’s “Meter Profit 
lan,’ an ingenious sales-collection 
device which has made live prospects 
out of thousands of established busi- 
nesses with limited capital resources. 

It has worked that way in the San 
Francisco Bay area and northern 
California where the _ Silver-Stahl 
Corp., 219 Natoma St., uSes the Meter 
Profit Plan exclusively. 

Under the Meter Profit Plan, pros- 
pects become customers by paying a 
nominal down payment and agreeing 
to make small daily payments over 
a two-year period. These payments 
are made by inserting the required 
number of quarters into a meter 
which controls operation of the equip- 
ment. 

As long as the daily payments are 
met on schedule, the boxes function 
normally. However, as soon as the 
daily payments are allowed to lapse 
through a grace period, the meter 
automatically shuts off the power to 
the boxes. 

This feature alone makes credit 
losses almost nil. In the first nine 
months of 1949, for example, Silver- 
Stahl Corp. did over $250,000 in new 
business and showed a credit loss of 
less than $6,000. 

Even that figure represents the 
face value of the contracts involved 
and does not take into consideration 


George Montzaras inserts 
a quarter in one of the 
meters which control 
operation of four cases 
installed by Silver-Stahl 
Corp. at his Geary St. 
grocery store, San Fran- 
cisco. The top meter re- 
quires $4 in quarters 
daily, the middle one $3, 
and the bottom one $2.75. 
Meters are located in the 
rear of the store close to 
compressors, although 
they may be located any- 
where convenient to cus- 
tomer. The dial shown be- 
low coin slot on each 
meter registers number of 
coins inserted. 


the salvage value of the repossessed 
equipment, it was pointed out. 

While not exactly new to the com- 
mercial refrigeration industry, as 
Super-Cold Corp. used it as far back 
as 1933, the daily metered payment 
plan has been brought to a high 
degree of perfection by Silver-Stahl 
Corp. 

The individual largely responsible 
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“CAPACITOR 
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Meet the newest member of the famous Tri-Clad® 
motor family—G.E.’s new single-phase capacitor 
‘ motor! Sold by itself or built into your machines, 
you'll find it’s got more salesworthy features includ- 
ing freedom from radio or television interference. 
For complete data, write for Bulletin GEA-5401. 
Apparatus Department, General Electric Company, 


Schenectady 5, N. Y. 


These 4 wanted Features 


in a complete line from 2 to 5 hp ° 
LIGHTER, LONG-LIFE 
MORE BEARINGS 
COMPACT will run for 


to save space, 
shipping costs! 


years without 
relubrication. 


| A TRANSFER 
“ MECHANISM 

that has no 

rods, pins to 
wearorget 

out of order ! 


- GENERAL 


A TERMINAL 
BOARD 

to make instal- 
lation easy! 


for this is Nat Silverstone, president 
and general manager of the corpora- 
tion. 

Silverstone eats, lives, and sleeps 
by the credo: “If they’re breathing, 
SELL ’em.” 

With that in mind, he has utilized 
the meter plan as a sales tool and 
relegated its collection function to 
secondary importance. 

“Using this plan,” he says, “we 
can sell them and have the equip- 
ment installed, operating, and being 
paid for while the competition is still 
haggling over terms.” 

Silverstone is generally acknowl- 
edged as the “Father of the Meter- 
Profit Plan,” at least in its applica- 
tion to commercial refrigeration 
equipment. The first known use of 
metered collections in commercial 
appliances was instituted by the May 
Co., Los Angeles, about 18 years ago, 
he asserts. 

“It was originated by a man named 
Raymond Smith,” recalls Silverstone 
who at that time was May Co.’s 
general appliance manager. Given 
the assignment of putting the plan 
in operation, Silverstone devised the 
various forms and techniques neces- 
sary for successful operation and 
started it off. 

From the beginning 
startling success. 


Ad Brings In $200,000 


“We ran one 10-in. advertisement 
and did $200,000 business in one day,” 
he states, “and it just went on from 
there.” 

Inquiries poured in from all over 
the country, seeking the details of 
this new merchandising phenomenon. 
Silverstone, who professes to welcome 
competition (“it helps everybody”), 
obliged, meanwhile ironing out the 
bugs in the scheme. 

In 1933, Super-Cold came to Silver- 
stone for advice on the idea and 
shortly thereafter adopted the plan. 
Five years later, Silverstone capped 
25 years of merchandising for others 
by forming his own commercial re- 
frigeration firm in San Francisco. 

In 1945, the company was re- 
formed with Everett H. Stahl as 
the other corporate principal. 

“Silver-Stahl is the largest dis- 
tributor in the United States, in 
terms of volume,” Silverstone points 
out. “In fact, we’re the only Super- 


it was a 


Srooch__Roteil  _ 
oem , SILVER-STREL CORPORATIO" 
ORDER FORM Garfield 2422 - 23 Date_Sept 1, 1949 
SHIP TO John Doe Grocery : piace 
pee, San Prancisco 
(STREET) a «CITY OR TOWN, «COUNTY: (STATE) 
enor eee Spe: 3, 3969 - esos store the following merchandise 


vorTace_@@ 220 cycie_ 60 


: 1 only Model 103-10 Super a Bees 


with remote unit and top display rackse 


Down payment $ 225.40 Jess $100.00 trade allowance $125.40 _ 
775 days at $2.50 per day 


1A ese ft —— 

_ if : | By) UT a eae 
am 1} ae oe Pe 
at sy out li ii Si 

Two years free service = 


for which the undersigned agrees to pay $_______{x), including Sales Tax of $. on the following 
. ( trade ) 

terms: $. cash with order $. on delivery, $. (discount) all 

leaving a balance of $. (0) payable in ive monthly Ht of $. __each, the first 


on. __ and each and every succeeding month until said price has been paid in 
(are not) to be deposited in the METER daily in an amount that will equal monthly payments. 


installment to be due 
full. P. 


1. Payments (are) 
' 
PURCHASER AGREES TO EXECUTE CHATTEL MORTGAGE, RENTAL AGREEMENT OR CONDITIONAL SALES CONTRACT ON FORM 
GENERALLY USED BY SELLER, AT THE TIME OF DELIVERY OF SAID PROPERTY TO PURCHASER sage one niet 2 
i rk: shi shall be evident ring irst year use. 
The goods shall be material or workmanship p Ba ae en A inthe cn 
it wi it 


the said Purchaser attaches or connects to ft! property 


ranteed only inst ant Sans f mind 

i i for Sosa. a i time service wi . 
oee Pi ae ce hereby covered, any other refrigeration machinery or equipmen 
written consent of the Seller, then, and in such event, the Seller's warranty shal! be void. it ot 
that the Purchaser may suffer due to failure hp apa to ages properly shall not be 
the Seller, and the Purchaser hereby waives all claims against ler for suc’ . , 
d. di i i d or implied, not specified herein, respecting this order 


goods, loss of business or other losses 
idered as the responsibility of 


There are no or 
or the goods above 


WITNESS 


mentioned. c 
This order is subject to acceptance by the Seller. This order may not be countermanded. 
PURCHASE 


By. 


INDIVIDUAL OR CORPORATION 


witness SIGNATURE OF OFFICER, IF CORPORATION % 
SALESMAN = om e 
Approved and accepted SILVER-STAHL CORPORATION oe. 
this. day of By. its Ror 


>) 


Credit Statement on Reverse Side of this Order Must Be Filled Out 


One of the forms Silver-Stahl 


uses to transact sale of commercial 


equipment by meter payment plan. 


Cold distributor which is not a fac- 
tory branch.” 

In addition to being exclusive dis- 
tributor for Super-Cold in a major 
trading area, Silver-Stahl Corp. acts 
as distributor for, among others, Selb 
Mfg., C. Nelson Mfg. Co., Ace Cabi- 
net Corp., Drinkolator-Icecreamolator 
Corp., Minneapolis Showcase & Fix- 
ture Co., and the Stanley Knight Co. 

With 45 northern California coun- 
ties as its primary territory, the firm 
maintains a general showroom and 
two warehouses in San Francisco and 
a showroom-warehouse across the 


‘Bay in Oakland. Employes number 


about 40, more than half of whom 
are salesmen. 

Widely known in West Coast re- 
frigeration circles, Silverstone’s en- 
thusiasm for the Meter Profit Plan 
literally knows no bounds. : 

“It can be used by almost any- 
body,” he emphatically states. “Some 
small fellows are using it now but 
they generally regard it as a last 
resort. ; 

“That, in my opinion, is negative 
thinking and completely wrong. The 
Meter Profit Plan is a sales tool. All 
but a negligible portion of our busi- 
ness is done under the Meter Profit 
Plan.” 

In explaining his approach, Silver- 
stone points out: 

“We do most of our business with 
little outlets. There are thousands of 
them. If they come in seeking to 
pay cash for new equipment, we 
discourage them. 

“We point out how they can use 
that cash to get extra profits which 
would not be available if they used 
all their cash for new refrigeration 
equipment. 


Try To Help Store Profits 


‘We show them how to spark their 
sales by bettering their stocks and 
equipment, particularly by appealing 
to impulse buying through effective 
sight displays and attractive items. 

“At the same time, we point out 
how self-service equipment not only 
increases their sales volume but de- 
creases labor and spoilage costs, thus 


contributing to profits. 

“And that’s all we talk about— 
profits, profits, profits—their profits. 

“That’s what I mean by using the 
meter plan as a sales tool. Very 
simply, our customers are sold on 
the idea of paying for their equip- 
ment the easy Way out of each day’s 
additional sales,’’ Silverstone sums 
up. 

Does it work? Silverstone offers 
the following as typical reactions of 
customers sold under the Meter Profit 
Plan: 

(Continued on next page) 


oOo 


FOR MAXIMUM 
EFFICIENCY 


USE 
CHICAGO SEALS AND 
VALVE PLATES 


Precision lapping, superior 
construction and simple 
installation make Chicago 
seals ideal for replacement. 


Only Chicago valve plates have rep!..ce- 
able seats. Replacements for over 40 
compressor models. 


CHICAGO SEAL C 


332 S. HOYNE AVE. CHICAGO 12, # 


Replace it right 
with Land 


Replacement Controls, precision- 
built by Ranco, give the accurate, 
dependable, trouble-free service that 
means more satisfied customers and 
more profits for you. Select from 
the most complete line ever supplied 
to the trade—the quality line of 
both general and exact replacements 
for domestic and commercial installa- 
tions. See your Ranco wholesaler 
today. Replace it right with Rancol 


> —most complete line of replacemer ' 


controls on the market! 


Kanco Due. 


COLUMBUS 1, OHIO 


World's Largest Manufacturers of Refrigeration Controls 


... more than 20,000,000 controls now in use 
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Portable Coin Counter Speeds 


Collections 


ae) eae 


Everett H. Stahl, vice president of Silver-Stah!l Corp., demonstrates how 

collections are made monthly at the locations. The coin box is removed 

from the meter, seen on the wall behind him, and dumped into the 

portable coin counter, which counts the coins and wraps them for 
bank delivery. This system permits 15 collections daily. 


* 


* * 


Silver-Stahl’s “Package Price’ Includes 
Collection Expenses and Depreciation 


(Continued from preceding page) 


A tavern keeper: “It puts me on 
a daily pay-as-you-go basis.” 

A butcher: “Instead of a bill at 
the end of the month, I get a receipt.” 

A cafe owner: “I put extra quar- 
ters in the meter every day and they 
pay my water and light bill.” 

Silverstone reactivated the plan on 
a comprehensive scale about a year 
and a half ago after dropping it 
during the war. 

He devised a simple, colorful, and 
effective mailing piece which he sent 
to prospects. It contained a brief 
description of the plan with testi- 
monials and carried a reply card 
requesting a salesman to call. 

“On the first mailing alone,” Sil- 
verstone declares, “we made 40 sales 
and we’re still getting responses.” 

The leads are turned over to sales- 
men working the territory in which 
the inquiries originate. 


20 to 30 Contracts Weekly 


Currently, according to Silverstone, 
the firm is writing 20 to 30 contracts 
a week, all based on the Meter Profit 
Plan. 

The customer is offered a “pack- 
age” deal wherein to the cost of the 


equipment, less trade-in, is added 
installation and service charges, col- 
lection expense, and depreciation. 
“Everything is paid for by the 
customer—interest, meter cost, de- 
preciation, $1.50 monthly collection 
expense. We get paid in full for 


everything. We don’t have to chisel,” 4 _ 


says Silverstone. 


The usual charge for installation 
ranges from 10 to 15% of the list 
price. It is generally around 10 to 
12% but reaches 15% where the 
electrical work is extensive. 

Normal down payment is 10% plus 
sales tax. “Of course, we’d rather 
take a trade-in,” states Silverstone. 
“By doing that, even at a slight loss, 
we take away their working tools 
and make them dependent on our 
equipment, clinching the sale.” 

The trade-ins, or “Joe McGee’s” 
as Silverstone calls them, are sold at 
wholesale or salvaged and eliminated 
from the market. 


Each contract calls for two years 
service by Silver-Stahl, in some ways 
an unusual provision, but not the way 
Silverstone explains it: 

“In the first place, we’re going to 
be making collections for that length 
of time anyway,” he points out, “and 


Agreement Explains 


Terms of Meter Use 


John Dee Grocery 
1111 1st st 
San Francisco 


the Sellers, refers to the 
aslOS-10 Super Coldno 


the Buyer agrees to deposit 


contract, 


payments for the_re. a 


x 


SILVER-~STAHL CORPORATION 


'"ARY AG! 


SILVER-STAHL METER PROFIT PLAN 


This agreement, made between the undersigned buyer, hereinafter 
called the Buyer, and SILVER-STAHL CORPORATION, hereinafter called 


by the Buyer on lease purchase contract, hereinafter referred to 
as the Contract, but does not alter any of the agreements or under- 
standings in the Contract, which remains in full force and effect. 
It is provided that the Seller veal furnish a Meter-Matic, in which 


purchase of the_refrig equipment, the said_$2 
accepted in lieu of the monthly payments stated in the aforesaid 


The Meter-Matic herein furnished is and shall always remain the prop- 
erty of the Seller and may be removed at any time at his option if it 
should be damaged or misused and/or if the Buyer fails to comply with 
all the terms and conditions of the Contract. 


a 
The Meter-Matic is ae Se the Buyer's convenience in making 
refrigeration equipment. 


necessary to remove the Meter-Matic for any cause whatsoever, the 
Buyer agrees to make payments thereafter in accordance with the terms 
set forth in the Contract and that this supplementary agreement shall 
thereupon be considered cancelled. 


It is further agreed that the Seller's representatives shall have ac- 
cess at any and all reasonable times to the Meter-Matic coin bor to 
collect the money therein deposited, for which a receipt will be given 
to the Buyer as evidence of the payment of said amount upon the Buyer's 
Contract. Until such receipt is given by the Seller or his represent- 
ative, it is understood and agreed that all sums deposited in the Meter- 
Matic are and are to be considered the property of the Buyer. 


described 
» purchased from the Seller 


yment on the 
r day to be 


per day as 


Should it be found 


Accepted for Seller 


Silver-Stahl Corporation 


John Doe Grocehpe 


Dated__Sept 5, 1949 


eParate agreement explains terms of meter payments and collection, 
as well as obligations of both buyer and seller. 


we always send a serviceman along 
with the collector. 

“This lets us get in a lot of pre- 
ventive maintenance such as oiling 
and checking fan belts and actually 
to catch any trouble before it is 
aggravated to a big repair job. This 
cuts service costs. 


$100 Service Reserve 


“Also, and this is important, the 
customer is actually paying for the 
service calls as he pays a $100 service 
charge reserve in his original con- 
tract.” 

The singular difference between the 
contract terms on the Meter Profit 
Plan and other standard contracts is 
that the Silver-Stahl contract, de- 
vised by Silverstone, calls for pay- 
ment by the day. All contract terms 
are figured &¢t §........ per day for 
‘teseek days. 

The amount of the daily payment 
is determined by dividing the stand- 
ard two-year term into the balance 
owed after deduction of the down 
payment. Daily payments range be- 
tween $1 and $5 with the average 
contract calling for $2.25 daily for 
700 days. 

Collection at each location is made 
on a specified day each month. “TI 
want to make the point that there 
are never shortages, always over- 
ages,’”’ Silverstone reveals. 

“Not only do all customers make 
their daily payments, but many of 
them put in extra quarters. They tell 
us it’s easy and they don’t miss it. 

“At the end of the month, natur- 
ally, the meters show a surplus which 
is handled according to the cus- 
tomer’s desires. Many of them apply 
it to their account while others take 
it and use it for utility payments or 
other bills. 


(Concluded on next page) 


WHY PAY 
MORE... 


when you can buy 
this GENERAL CASE 
which offers all the 
features of cases selling 
at almost double its 
price... Plus a firm 


MONEY-BACK GUARANTEE 


« $199 


F.O.B. N. Y. 
MM4: FUL VISION CASE 


4’ Ful Vision Case finished in glistening baked enamel with chrome trim. 
Triple Thermopane glass. Coils hooked up. 


> 


00 UNCONDITIONAL GUARANTEE 


NET If, after purchasing the MM4 Ful Vision 
Case, you find that it does not come up 
to your complete satisfaction, we will take 
it back, paying freight costs for return— 


and Refund Your Money in FULL 


Convenient hinged rear door 

3 Corrosion proof aluminum shelves 

New type fluorescent fixture for brighter display 

All parts easily replaced 

Also available in 5° & 6° lengths 

All sizes available self contained, ready for plug in. 


SPECIAL '% H.P. air-cooled Chrysler Alrtemp Unit $69.00 


GENERAL REFRIGERATORS CORPORATION 


678 BROADWAY, NEW YORK 12, N. Y. 


MORE CAPACITY—The capacity of an evaporator drops rather sharply 
when it is used at low temperature levels because of heavy frosting. 
The THERMOBANK evaporator is rated under actual low temperature 
operating conditions, guaranteeing full rated capacity on the job. 


THERMOBANK SAVES MONEY! 


NO EXTRA MAINTENANCE—THERMOBANK defrosts itself. Since the 
THERMOBANK is so infallibly automatic, eliminating electric heaters, brine 
and water sprays, it does away with extra maintenance labor. 


THERMOBANK SAVES MONEY! 


LESS OPERATING TIME—An ice-free evaporator gives more compressor ¢ 


capacity. This cuts sharply the operating time of the system and frequently 
permits the use of a smaller size compressor. 


NO SPOILAGE LOSS—Radical temperature changes in low temperature 
rooms cause serious dehydration. 
temperature is practically constant. This eliminates deterioration and 


weight losses. 


THERMOBANK || - - - =~ - THE STANDARD OF THE INDUSTRY! 


THERMOBANK SAVES MONEY! 


In the THERMOBANK the freezer 


THERMOBANK SAVES MONEY! 
Send for Catalog 16R-A 


KRAMER TRENTON CO. Trenton 5, NV. 7. 


THERMOBANK -COOLMASTER -RADIAL UNITS - PANEL UNITS - CUBERS - FINNED COILS. BARE TUBE COILS-HEAT INTERCHANGERS - Res 
CONDENSERS Air Cooled, Water Cooled, Evaporative- WATER COOLING EVAPORATORS -BLAST COOLING COILS- BLAST HEATING COILS. 
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With Meter Plan as Selling Tool, Credit 
Losses Are Small In Commercial Field 


(Concluded from preceding page) 


“But they do like that receipt they 
get instead of a bill,” he observes. 

The meters, keystone of the plan, 
are made by International Register 
Co. The models used by Silver-Stahl 
are the largest made and cost around 
$20. 

Each one holds approximately $400 
in quarters. Maintenance problems 
ere very rare, according to Silver- 
stone, and are generally caused by 
imperfect coins which “get stuck 
once in awhile.” 

The number of meters at each loca- 
tion does not necessarily correspond 
to the number of pieces installed, 
Silverstone explains. A simple for- 
mula determines how many meters 
should be used once the amount of 
the daily payment is established. 

Each meter is equipped to take 
advance payments or go into arrears 
for two days without shutting off. 
Therefore, each is set to take enough 
quarters to enable the owner to be 
away from the store one full day by 
making an advance payment before 
leaving. 

This takes care of business shut- 
downs over weekends and holidays. 


* * 


The daily payment of $3.50 is the 
break-point for determining whether 
one or two meters shall be used. 

One basic contractual feature of 
the plan is that each customer signs 
an agreement that the meter and the 
meter’s contents are the property of 
Silver-Stahl Corp. and, once the pay- 
ment is made, the customer has no 
legal interest or ownership of the 
meter or contents. 

When the bill is paid in full, the 
meter is removed and full title in the 
equipment passes to the customer. 

To speed up collections, a Downey- 
Johnson portable counter is_ used. 
With it the collector can make ap- 
proximately 15 calls per day, count 


- the coins on the spot, obtain con- 


currence of the customer, wrap the 
coins for bank delivery, and settle 
the disposition of overages. 

Silverstone is emphatic that the 
Meter Profit Plan can be placed into 
profitable operation as a selling tool 
anywhere in the country. 

“One thing must be made clear, 
however,” he warns. “This plan re- 
quires plenty of backing. The oper- 
ator has to carry so much bank paper 
that his firm must be financially 


do hereby assign, sell and transfer to 


tures or equipment. 


BILL OF SALE 


1/4E the undersigned, inconsideration of $1.00 and other valuable considerations~ 


—Silver-Stahl Corporation ._ 
the following mentioned Equipment, Refrigerators or Show Cases. WE/| affirm that 
no other individual, company or corporation has any right or title to said fix- 


—___]_only Used Jones Frozen Food Box 


WITNESS —_ = z 


DATE __Sept 5, 1949 


SIGNED 


SIGNED. 


Signature of Seller 


gnature er 


When the buyer has a trade-in to offer, Silver-Stahl uses this form 
to cover transfer of the equipment. 
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“SELL REFRIGERATION 


TO THE PROSPECT WHO 


He is in the habit 
of paying his 
suppliers daily— 


Deposits 


Quarters 
a Day. 


ETER- 


Meter-Matic DM6 Meter 
Two Door Case 


DAILY SAVINGS 


Your Customer 


Just a Few 


ATIC 


@ LOW IN PRICE 
@ SIMPLE TO INSTALL 


| NEEO NEW 
EQUIPMENT 

BUT | DON’T HAVE 
THE MONEY 


SAYS 


As a result, at the 
end of the month there 
is not enough left 
to pay large down 
payments and lump sum 
monthly payments. 


Your 4onswer Te 


COIN METERS ARE: 


@ FULLY GUARANTEED 


INTERNATIONAL REGISTER CO. 


[J Meter Plan for Selling Commercial Refrigeration 
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( Meter Catalog 
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33 Quarters Daily for This Job... 


a ee gs 


(a »," 


LEFT: Typical lay- 
out of cases con- 
trolled by collection 
meters. These four 
self-service boxes 
run a length of 37 
ft. and are main- 
tained in operation 
by the customer’s 
daily payment of 
33 quarters. 


RIGHT: “Break- 
down” lists all 
charges and credits. 
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. Here’s Where They Ge 


SILVER-STAHL CORP. 
TH(S FORM MUST BE ATTACHED TO EVERY ORDER! 


BREAKDOWN OF SALE 


To 


address. 


iteas Sold 


Voltage Cycle. 
List Price of All items Sold. ...-s _———E 


Extras. © se ee ee wee wee ewe 
Sales Taz. sss ee een e eens 
Installation and Service Guarantee . . 
Electric Wiring . 2 2s ee ee ene 
Freight . 2 ee ew we we wee ee ee 
Cortage 2. se eee ere er veeee 
Service Reserve. - + ss ee ewer 
Finance Charge. « - s+ + + s+ ee eee 
Collection Charge . ©. - © + se eee 


c. 0. oO. 
Discount 
Trade in 
TOTAL CREDITS .....$ 
Contract Balance... . . $ 


Payable 


SALESMAN DO WOT WRITE Im THIS SPACE 


Commission. $ Deferred §. 


Sel 


Invoice No. 


Aoproved by Date 


sound and capable of adequate 
credit.” 

Incidentally, Bank of America offi- 
cials handling Meter Plan payments 
are likewise enthusiastic and sub- 
stantiate Silverstone’s disclosure 
about the extremely low credit losses. 

To handle the intricate operations 
of daily payments with hundreds of 
accounts, Silverstone has devised a 
system of forms all of which fit into 
an individual folder for each cus- 
tomer. This folder is set up when the 
sale is made and continues active 
until the account is closed out. 

It includes: 

(1) Order form: This initial order 
form is not binding until signed by a 
corporate officer. It includes the cus- 
tomer’s name, address, references, a 
description of purchase, trade-in or 
down payment, terms broken down 
to daily amounts, and salesman. 

(2) Salesman’s Commission Form: 
All Silver-Stahl salesmen receive one 
half of their commission at installa- 
tion and the remainder on a deferred 
payment plan which is one fifth of 
the balance for five months. Commis- 
sions are thus completed at the end 
of six months. 

(3) Bill of Sale: This is a release 
or signover of the equipment used 
as a trade-in. 

(4) Meter agreement: Vests own- 
ership of the meter-matic and its 
contents to Silver-Stahl and also re- 
states daily terms. 

(5) Work Order: On which me- 
chanics inspect the location to deter- 
mine amount of work; make installa- 
tion; and make credit check. In addi- 
tion to a routine credit check, Silver- 
Stahl makes personal interviews of 
customers and neighbors, especially 
with new accounts. (‘We don’t want 
them gambling with our money.”’) 

(6) Bank contract: This is a stand- 
ard bank contract with the addition 
that it calls for daily payments by 
the customer. The arrangements are 
made with the bank by Silver-Stahl 
signed by the customer who retains 
a copy. In addition to binding the 
customer, it establishes a chattel 
mortgage by the bank on the mer- 
chandise. Payments are made directly 
to the bank and credited to the 
individual account. 

(7) Invoice: A completion invoice 
is presented after the installation is 
made. 

(8) Collection Record: This card 
gives the basic details of the sale, 
establishes a monthly collection date 
and keeps a running balance against 
which is applied each month’s col- 
lections. 

(9) Collection Receipt: States 
amount collected each month with 
copies going to customer, bank, and 
files. 

(10) Work Orders: Are made out 
and filed whenever more than routine 
maintenance is required. 

These basic records contain all the 
necessary information to keep cur- 
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Refrigeration — 4 thru 40 hp.— 


air or water cooled—ammonia, 
methyl chloride, Freon-12 


Air Conditioning—self-contained 
and remote units 


ANY 
SIZE 


General Refrigeration 


Division 
YATES-AMERICAN MACHINE CO., Beloit, Wis. 


rent on all accounts. 

But successful operation of the 
Silver-Stahl Meter Profit Plan re- 
quires a bit more than duplication of 
the record forms. Silverstone adds 
these words of advice: 

“To make the Meter Profit Plan 
work, the operator must establish 
some firm rules and policies, particu- 
larly with regard to credit policies. 

“In the first place, beware of 
newly-established businesses, those 
with less than two or three years 
life behind them or with inexperi- 
enced management. Eighty-five per 
cent of these new firms fail all the 
time and you can’t be too careful. 

“Beware especially of restaurants, 
which must be firmly established at 
least two years before consideration 
is merited. Concentrate your efforts 
on meat, grocery, and vegetable out- 
lets. A good established store is no 
risk at all. 

“Installations must be permanent 
and not temporary. It’s extremely 
poor psychology to have the customer 
feel that the equipment is not there 
to stay. Even if the store has to be 
completely re-wired to make a 
permanent ‘installation this should be 
done. It’s worthwhile. 

“Give the customer the first three 
operating days free by setting the 


meter ahead. It gives time to make 
the bank contract and set up a col- 
lection date. 

“Naturally, it is physically impos- 
sible to collect every month on the 
installation date so we break it down 
into 10 collection routes into which 
each new customer is fitted.” 

Silverstone advises that the two- 
year program be adhered to, although 
exceptions might be made in rare 
cases. The largest single sale Silver- 
Stahl has made on the meter pay- 
ment plan called for a departure from 
the usual contract. 

It was an installation of 23 pieces 
in a supermarket at a cost of some 
$30,000. The contract terms called 
for $40 a day for three years. 

Reiterating his belief in the Meter 
Profit Plan as a sales device, Silver- 
stone states, “It’s no use kidding 
ourselves, this is a very competitive 
business and a sale is made only 
when the equipment is in and func- 
tioning. 

“The appeal of the meter-profit 
plan is that we can get our equip- 
ment in while others haggle over 
terms. 

“The customer knows he can put 
in 12 quarters a day but he hesitates 
about making a lump sum _ $100 
monthly payment.” 


Payments Entered on Collection Record 


SILVER-STAHL CORPORATION 


No. 


0401 


THE DOLLARS CENTS 
SUM 
OF $ 00 


By. 


Receipt for money collected from meter goes to buyer monthly. 


Date. 


Sept 5, 249 [15 | 


Silver-Stah! Corporation—San Francisco 
METER PLAN COLLECTION RECORD 
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What's New 


¢ Chesley Supermarket Carts for Carry-Out Service, 
| stocking Meat, Dairy Items Are Made of Aluminum 


* * * 


DETROIT—Two new all-aluminum 
carts for use in supermarkets were 
introduced recently by Chesley Indus- 
tries, Inc., 7731 Lyndon St., Detroit 
21. 

One of the carts contains four 
aluminum trays and is intended for 
use in restocking self-service meat 
and dairy cases. The other is fitted 
with a basket and a tray beneath for 
carrying groceries from the store to 
the customer’s car. 

The service cart weighs 25 lbs. and 
moves on 4-in. swivel ball bearing 
casters. It is equipped with rubber 
bumpers. The four trays, stacked 
one above the other, measure 18 by 
26 in. 

The carry-out cart weighs just 


under 30 lbs. and has 8-in. semi- 
pneumatic tires on ball bearing 
wheels. 


It has a carrying capacity 
— ' 


a= 
GUARANTEED 


TWO NEW 
INNOVATIONS 


To Solve Your 


- taal = 
vot ttt riTittiiititty 


Both MOLDED Du-Cal Drierite 
and Silica Gel available 
in both Remco's Cross-Flo 
and Standard-Duty Driers. 


Literature and Prices on Request 


INCORPORATED 
ZELIENOPLE, PA. 


REMCO 


Pressure Gauges 
Dial Thermometers 


xThe gauge with the 
Recalibrator 


Ask for this New 
Refrigeration Booklet 


JAS. P. MARSH CORP. 


OEPT. O., SKOKIE, ILLINUIS 


' At the left is the Chesley 

carry-out cart which, like 

_ the service cart at the 

right, is made of alu- 
minum. 


of more than 300 lIbs., according to 
the manufacturer. It stands 41 in. 
high, is 19 in. wide, and is equipped 
with a chrome plated spring steel 
bumper. The chrome plated wire 
basket and bottom tray are replace- 
able. 


‘Draw-In-Dex’ Cabinet 
Files 1,000 Broeprints 


* * * 


NEW YORK CITY—Up to 1,000 
blueprints can be kept “safely, neatly, 
and conveniently” in its newly-de- 
veloped “Draw-In-Dex” upright steel 
filing cabinet, according to Empire 
Development Corp. here. 

Suspension rods support the prints 
that are attached to manila hangers. 
Each print hangs so there are no 
wrinkles, creases, or curled edges. 

The company points out that all 
prints are immediately accessible 
and that any print can be removed 
without disturbing the others. 

In addition to blueprints, the cabi- 
net can. be used for the filing of 
tracings, drawings, photostats, 
photos, maps, samples, and plans. 

The cabinet is 4 ft. high by 2 ft. 
6 in. wide by 20 in. deep. It has 18- 
gauge steel top and 16-gauge rein- 
forced steel sides. Index cards and 
lock are standard equipment. 

Available in grey, green, and 
brown (mahogany), the cabinet is 
priced at $139.50 f.o.b. New York. 
The manufacturer is located at 52 
Broadway, New York 4, N. Y. 
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Hussmann Case Stresses 
Sturdy Construction 


ST. LOUIS—Hussmann Refrigera- 
tion, Inc., here has announced avail- 
ability of a newly-designed wide 
display case said to offer “many 
refinements.” 

Listed features of the case include 
a larger (28-in. high) mirror, im- 
proved storage doors, stainless steel 
trim, added sturdiness, basket cart 
guard rail, and adaptability to con- 
tinuous display. 

The storage doors have concealed 
hinges with edge-mounted hardware, 
and ‘“finger-touch’ handles. The 
stainless steel trim along the bottom 
edge of the display glass “sets out 
the product display,” according to 
the manufacturer. 

A “rigid, sturdy” construction is 
said to be provided by the design 
of the display glass supports around 
end glass. Hussmann pointed out 
that heavy metal corner trim used 
on the extreme corners of the case 
“adds extra protection at this vital 
spot.” 

The case is being produced in two 
models, produce display model WS-10 
and meat display model WS-10M. 


Air Conditioner Designed 
For Use In Tropics. 


NEW YORK CITY—A line of 
“Tropicool” room air conditioners 
designed especially for the tropics is 
now being built for Sabal-Kielmann, 
Inc., export-import firm here, the 
agency has announced. 

The line, which is for export only, 
consists of four models in two sizes. 
Two of the models are air cooled 
and two water cooled. The cabinets 
are of a rustproofed metal console 
type in a two-tone “desert sand” and 
beige finish. 

One of the _ air-cooled models 
(100A) is rated at 1.2 hp. (total com- 
pressor and fan motors) and the 
other (150A) at 1.8 hp. The models 
have announced cooling capacities 
of 10,600 and 13,000 B.t.u./hr., re- 
spectively, under average hot weather 
operating conditions. The condenser 
is of “heavily tinned’ copper con- 
struction. 

The window duct fits windows from 
32 to 53 in. wide and is supplied with 
installation materials. An extension 
base, available optionally, raises the 
entire unit % in. to 6 in. for a 
maximum window sill height of 32 in. 

Model 100W and model 150W are 
the designations of the water-cooled 
units. The former has a 1-hp. com- 
pressor motor and the latter a 1144-hp. 
compressor motor. 

Cooling capacities of these models 
are given as 11,500 and 14,300 
B.t.u./hr., respectively. The condenser 
has copper, brass, or bronze water 
circuits and includes an automatic 
water control and safety switch. 

All models have these features: 

Renewable type air filter; rust- 


resistant finish on chassis; two-cylin- 
der, heavy-duty, commercial-type 
compressor; single control to regulate 
air circulation; adjustable discharge 
grille; multi-row type evaporator 
with solid copper tubes and aluminum 
fins; double ventilating fans; and 
centrifugal double-inlet-type fans. 

The conditioners are available for 
direct or alternating current, 40, 50, 
or 60 cycles, 115, 208, or 230 volts. 

The manufacturer was _ identified 
only as “a very reputable organiza- 
tion.” 


Wall Mfg. Co. Book Describes 
Line of Soldering Items 


GROVE CITY, Ga.—The complete 
line of soldering products made by 
the P. Wall Mfg. Co., 222 Erie St., 
here, and its new division, Harmic 
Mfg. Co., is described in the new 
Wall catalog. 

These products include gasoline 
and kerosene blow torches, self-gen- 
erating alcohol blow torches, electric 
soldering irons, and solder. 


TECUMSEH HERMETIC COMPRESSORS 


First choice of manufacturers for original equipment; quality 


recognition that has made Tecumseh Products Company the 


largest independent producer of hermetic equipment in the 


refrigeration industry. 


Such leadership doesn’t just happen—it has to be earned. 


Tecumseh hermetics have consistently proven their superiority 


in actual use. They have consistently proven that they are 


unsurpassed for smooth, quiet operation; for dependable, trouble-free 


performance; for low first cost. These are the qualities the owner looks for; 


demonstrating these qualities has made Tecumseh the leader. 


Tecumseh Hermetic Compressors cover a wide range of domestic and com- 


mercial applications. Single and twin cylinder models... 1% to 34 horsepower 


- ++ Freon 12 or Freon 22. Write today for complete information. 
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EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICHIGAN 


TECUMSEH PRODUCTS COMPANY  xdefencdond producer 


Tecumseh, Michigan 
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World Import Restrictions Affecting Air 
Conditioning & Refrigeration Equipment 
(4. Ethiopia Through Honduras) 


American export figures for the 


available, late 


the United States will be added. 


With this article we present another in the special series 
of studies on the present-day import regulations pertaining to our 
industry. This information has been collected from all parts of 
the world with the active assistance of the U. S. Department of 
Commerce, Washington, D. C., and its District Office in Detroit. 


readers are advised to retain these articles, as they appear, as 
a similar publication has, so far, not appeared in the press. 

The countries will be treated in alphabetical order. Wherever 
information—dated June to August, 1949—on 
developments of imports of the products of this industry from 


year 1948 will be added. Our 


By Eugene Hesz; International Market Analyst and Instructor, 
University of Detroit 


ETHIOPIA 


Ethiopia, also called Abyssinia, 
requires no import licenses except 
for commodities regarding which the 
country of origin has installed the 
obligation to obtain an export license. 
In order to obtain foreign exchange 
in Ethiopia, an official permit is 
needed. 

Exports from the United States, of 
equipment of our industries were 
small in 1948: Domestic refrigerators 
were dispatched to the value of 
$11,000, commercial units only for 
$1,000, and ice making equipment for 
$2,000. 

The country has no great resources 
for dollar earnings and its general 
standard of living leaves much room 
for improvement. Being situated ex- 
clusively in the tropics, the need for 
equipment is actually very large, 
even if the more populated part of 
the country is located on a relatively 
high plateau, well above sea level. 


FINLAND 


This country, which is_ over- 
shadowed, but not dominated, by its 
Russian neighbor, is fighting hard to 
keep its international payment bal- 
ance in good shape. Hard currencies 
are carefully expended and import 
licenses, with exchange permits, are 
needed for all imports. Once the 
former is obtained, it carries the 
right for the latter in itself. 

U. S. exports in 1948 to Finland 
included only several thousand dol- 
lars worth of air conditioning and 
refrigeration equipment. This was 
due partly to the prevailing climate, 
partly to close business relations with 
the Swedish neighbors. 


FRANCE 


The American efforts to assist 
France with Marshall aid funds in 
its economic reconstruction have 
thrown light on the strained dollar 
situation of this country. The de- 
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BTC now brings 


improvements in refrigeration history. 


you the most advanced 


Manufactured by 


The BREWER-TITCHENER CORP. 


Binghamton, N. Y. 


Sole Manufacturers Representatives 


REFRIGERATED EQUIPMENT 


SALES CORPORATION 


19 West 44th Street, New York 18, N. Y. 


Murray Hill 7-1757 


e Exclusive “Outside En- 
trance’ Cube Storage 
Compartment. 


@ 24 quick release trays. 
250 Ibs. of ice... or 
2300 cubes per day. 


e Aligns with all under- 
bar fixtures. 


e Overall dimensions 
are, 24" deep, 40%" 
high, and 38” wide. 


valuation of the franc in October 
underlined the situation. 
Therefore, import licenses are 


needed in every case and are obtain- 
able only for essentials. With the 
import license, an exchange permit is 
issued simultaneously. The licenses 
must be obtained by the French im- 
porter before shipment of goods. 

When a license is granted, the im- 
porter receives the foreign exchange 
to pay for the goods. It is impossible 
to say in advance whether an import 
license will be granted or not, be- 
cause of the constantly changing 
needs of the French economy. 

In general, consumer goods receive 
only small consideration. For those 
of our readers who are interested in 
the details of the above regulation, 
we refer to the March 28, 1949, issue 
of Foreign Commerce Weekly. 

Our total exports of air condition- 
ing and refrigeration equipment in 
1948 were not considerable, as is 
shown by the following figures: 


Domestic refrigerators ....... $385,000 
po ge eee ee 221,000 
Commercial refrigerators .... 40,000 


Auxiliary equipment 
Miscellaneous air 
conditioning equipment .... 145,000 
Miscellaneous parts 
Ice making equipment 


FRENCH COLONIES 


Restrictions are the same as for 
France. Import licenses are required 
for all commercial imports, and must 
be obtained by the French importer, 
before shipment of goods, from the 
proper local authorities. When a li- 
cense is granted, foreign exchange is 
made available to the importer to 
pay for goods covered by the license. 

In view of the scarcity of dollar 
exchange, this market would seem 
to offer very limited possibilities. 
However, the American’ exporter 
should be warned not to neglect the 
potential possibilities of some of the 
French colonies. Today the market 
may appear closed, but the urgent 
demand for equipment from our in- 
dustries, which is evident from the 
accompanying list of 1948 exports, 
may lead to interesting business in 
the future. 

Import restrictions of French Indo- 
China are analogous to those valid 
for French colonies proper. 


GERMANY 


Licenses are necessary for all im- 
ports into Germany. These licenses 
carry the right to foreign exchange. 
These general rules have not changed 
since the foundation of the Western 
German Republic. 

Exports are quite unimportant. 
They are mostly confined to such 
parts of older equipment which can- 
not be obtained or manufactured 
within the country itself. The im- 
ports altogether amounted to barely 
a few thousand dollars. 

In case readers wish to inform 
themselves about the precise regula- 
tions regarding exports to Germany, 
they may write to the Exporter’s 
Service Section, Special Services 
Branch, O.I.T., Washington 25, D. C. 

At present, applications for import 
licenses may be submitted covering 
up to $3,000 worth of machinery, 
spare parts, replacement parts, and 
maintenance supplies. Such an appli- 
cation may also cover up to $500 
worth of raw materials or semi- 
finished goods. 


GREECE 


All imports into this country re- 
quire a license, which is granted only 
for a limited number of essential 
products. An exchange permit is also 
required but the import permit car- 
ries the right to open a letter of 
credit. 

American exporters may obtain in- 
formation regarding the import con- 
trols for their particular products by 
writing to the Areas Division, or one 
of the field offices, of the Department 
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of Commerce. 
Dehydrator 
Refilling 


SAVE rier 


Costs less to REPLACE with 


SHANK 
DEHYDRATORS 


Than fo refill--- 


Before you refill the next lot of 
Dehydrators—check your labor 
costs against the cost of NEW 
Shank Dehydrators. 

Finest construction—give long 
service. Fresh dust-free Silica 
used—won't powder. 


Write today for prices or see 
your jobber. 


CYRUS SHANK CO. 


Exports of American Air Conditioning and Refrigeration 


Equipment to French Colonial Regions In 1948 


Com- Misc. Air 
Domestic mercial Parts & Cond. Ice 
Refrigerators Refrig- Auxiliary Equip- Making y 
Destination and Parts erators Equipment ment Equipment 
NEE d-s1ba es «sae bs $ 16,000 a $12,000 $43,000 Pe 
oo 37,000 $ 4,000 os 1,000 
French Equatorial & 

i 2 19,000 49,000 4,000 2,000 ee 
French Indo-China .... 158,000 44,000 9,000 13,000 $ 7,000 
French Morocco ....... 308,000 15,000 16,000 82,000 6,000 
French Pacific Islands. 26,000 5,000 bss i 
French West Indies.... 50,000 4,000 3,000 3,000 18,000 
EOUMBARCET 6 ocdecscccs 39,000 ne 1,000 
WU ik 88a ee aes dee 19,000 10,000 4, 000 6,000 


In 1948, our exports to Greece were 
not negligible: Domestic refrigerators 
and parts, $86,000; commercial re- 
frigerators, $67,000; auxiliary equip- 
ment and parts, $76,000; air condi- 
tioning equipment, $134,000. 


GUATEMALA 


Imports into Guatemala, including 
those of air conditioning and refrig- 
eration machinery, do not require 
import licenses or exchange permits. 

In 1948, our exports amounted to 
$225,000 worth of domestic refriger- 
ators and parts, and $94,000 worth 
of commercial refrigerators. We ex- 
ported air conditioning equipment to 
the value of $19,000; auxiliary equip- 
ment and miscellaneous parts valued 
at $68,000, and ice making machinery 
worth $15,000. 


HAITI 


There are no restrictions on the 
importation of refrigerators or air 
conditioning equipment. The demand 
for both commercial and domestic 
machinery is very limited because 
only Port-au-Prince and Cap Haitian 
are adaptable to its usage. 

Only 1,200 units (refrigerators) are 
estimated to be in use in Haiti, at 
the present time. Although electric 
power is available for lighting pur- 
poses in other parts of the country, 
the flow of power supplied is so 


irregular as to render the use of | 


electrical appliances either imprac- 
tical or impossible. Ninety-five per 


cent of electric refrigeration equip- | 


ment purchased in Haiti is for use 
in private homes only. 

In 1948, our exports to Haiti were: 
domestic units and parts, $63,000; 


commercial units, $9,000; and miscel- | 


laneous items, $3,000. 


HASHIMITE JORDAN KINGDOM 


This is the former Transjordania, 
a relatively poor Arabian country. 


For exports of any equipment, impor 
licenses and exchange permits ar 
required. Separate export statistic 
for 1948 are not available, as mos 
of the exports used to be directe 
over the former Mandated Territor 
of Palestine, now Israel. 


HONDURAS 


Honduras does not have any re 
strictions on our equipment. Th: 
necessary exchange permit can easil: 
be obtained, according to the Offic. 
of International Trade of the Depart- 
ment of Commerce. 

Demand is not very large, but our 
exports in 1948 amounted to: $127,000 
in domestic-refrigerators and parts, 
$29,000 in commercial refrigerators, 
$5,000 in air conditioning units, 
$16,000 in auxiliary equipment, $8,000 
in replacement parts, and $8,000 in 
ice making equipment. 

(To Be Continued) 
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for draft and bottle 
-heverage coolers... 


Spaed-Frnre 


PRODUCTS ' 


IDEAL cooter corPoration 
2953 EASTON AVE., ST. LOUIS 6, MO. 


Y 


FOR Your PORCELAIN ENAMEL JOBS- 


A 


You can depend on fast, 


Specialist |S THE ANSWER 


V HOUSEHOLD REFRIGERATORS 


V¥V HOME AND FARM FREEZER ACCESSORIES 


For over 20 years, The Strong Manufacturing Company 
has produced only top-quality porcelain enamel prod- 
ucts—and are specialists in refrigerator accessories made 
to manufacturers’ most exacting specifications. 


liveries, and quality geared to your production demands. 


THE STRONG MANUFACTURING CO. 
SEBRING, OHIO 


Display 
Trays 


efficient service, on-time de- 


Send Us Your Specifications and Production Needs 
or 
Write for Complete Information 
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‘What Happened 


On the Industry 


As Reported In Air Conditioning & 
Refrigeration News 


20 YEARS AGO... 


The NEWS noted that quick freez- 
ng of meats was the keynote topic 
of the American Institute of Meat 
sackers this year, while at last 
v-ear’s convention it was scarcely 
:aentioned. 

Electrolux Gas Refrigerator Div. 
cf Servel Sales, Inc. announced plans 
to expend $1,000,000 for advertising 
in 1935. . . . Kelvinator Corp. an- 
nounced its 12 new models for 1930 
over a nationwide radio hook-up of 
40 stations. 

The NEWS published a Directory 
of Manufacturers of Parts, Acces- 
sories, and Materials. 


.»» People 


J. P. Lyman joined Liquid Cooler 
Corp. as special sales representative 
for southern California. . . . George 
J. Gaffney became sales manager of 
Jewett Refrigerator Co. . - Uni- 
versal Cooler named J. G. Jarvis as 
a member of its sales department. 

A. I. Morrison succeeded T. E. 
Focht as sales manager of Kelvina- 
tor’s factory branch in Cleveland. 


15 Years Ago... 


President Franklin D. Roosevelt 
declared that the Tennessee Valley 
Administration was no longer an ex- 
periment and warned that “obstruc- 
tionists” would do well to get in line 
while the getting was good, with no 
more resisting. 

A G-E appliance dealership, opened 
in Muskegon, Mich. by an advertis- 
ing agency to test its selling and ad- 
vertising ideas, outstripped all other 
G-E dealers in the state in point of 
sales to quota. . . . Stewart-Warner 
Corp. made public the specifications 
on its “baby” model, which contained 
only 2.5 cu. ft. of refrigerated stor- 
age space. Nema announced adoption 
of a progressive policy on publicity. 

The NEWS presented a full-page 
spread of photographs showing win- 
ning windows in the previous year’s 
Electric Refrigeration Bureau’s con- 
test for the purpose of aiding dealers 
in preparing the current year’s win- 
dows. 


- ++ People 


W. M. Dewitt was named manager 
of Kelvinator Corp.’s domestic ad- 
vertising and sales promotion de- 
partment. . . . Major Howard Blood’s 
poultry farm was fully described 
with pictures. 


10 Years Ago... 


Harry Alter Co., refrigeration sup- 
ply jobber, announced the opening 
of four new warehouses in metropoli- 
tan New York... . Plans were made 
for a joint meeting of the ASRE and 
the RSES at the 2nd Annual All-In- 
dustry Refrigeration and Air Condi- 
tioning Exhibition. 

R. H. Macy & Co., department 
store in New York City, announced 
that it would deliver frosted foods 
to the customer’s door within a 50- 
Mile radius. 


«+. People 
Owen D. Young became board 


ch rman and C. E. Wilson was 
4 ed president of General Electric 

0. 

\ C. Truesdell and R. E. Krumm 
we » added to the Frigidaire staff 
- » . Executive Secretary William 
He jierson of the ACRMA told the 
An. rican Management Assn. that 
the © were four major reasons for 
po ise of air conditioning in indus- 
ry, 
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An L & H Entry In Refrigeration Field 


This is one of the refrig- 
erators on which Linde- 
mann & Hoverson is al- 
ready making delivery. 
Company officials indi- 
cated that dealers would 
be receiving units of the 
company’s new freezer 
line by the first of the 
year. 


Program Listed for Dairy Industry 
Meeting Opening Nov. 27 In East 


WASHINGTON, D. C.—A number 
of internationally-known personages 
—including Norris E. Dodd, director- 
general of Food and Agriculture Or- 
ganization of the United Nations and 
U. S. Assistant Secretary of State 
Willard Thorp—will )address_ the 
third annual meeting of Dairy Indus- 
tries Society, International, to be held 
here Nov. 27-Dec. 1. 

Dr. Francisco de la Fuente of 
Havana, Cuba, president of DISI, will 
welcome visitors in an address Mon- 
day, Nov. 28, at the Shoreham hotel, 
where all sessions will be held. 

Tours have been arranged which 
will interest all delegates. 

A world conference of Food and 
Agriculture Organization of the 
United Nations has also been sched- 
uled to occur at the Shoreham con- 
currently with the DISI meetings. 

The program is as follows: 


SUNDAY, NOV. 27 


Throughout the day: Registration 
at the Shoreham; sightseeing tours. 


MONDAY, NOV. 28 


9:00 a.m.—Reception, acquaintance 
hour—Shoreham, lower lobby. 

10:00 a.m.—First general session; 
address by Dr. Francisco de la 
Fuente, DISI’s president; “Education 
for Milk Producers,’ Walter Hunni- 
cutt of National Dairy Products 
Corp., New York City; ‘Education 
for Dairy Processors,’ C. J. Babcock, 
USDA’s production and marketing 
administration’s dairy branch— 
Shoreham, Louis XVI Room. 

12:00 noon—Luncheon with Norris 
E. Dodd, director-general of the Food 
and Agriculture Organization of the 
United Nations, speaker—Blue Room. 

1:30 p.m.—Departure from Shore- 
ham for tour of Beltsville Experi- 
mental Station. 

8:00 p.m.—Movies—East Room. 


TUESDAY, NOV. 29 


9:00 a.m.—Area Development Ses- 
sion, sponsored by DISI committees 
on area development, health stand- 
ards, milk production, dairy process- 
ing, dairy economics, and industrial 
management. Robert Rosenbaum, 
DISI board chairman, of Philadel- 
phia, presiding—Louis XVI Room. 

12:00 noon—Luncheon; speaker, 
Col. Benjamin Castle, executive di- 
rector of Milk Industry Foundation 
(co-sponsor of luncheon)—Blue Room. 

1:30 p.m.—Departure from Shore- 
ham for tour of modern dairy plants. 

5:00 p.m.—Open house for visitors 
at headquarters of International As- 
sociation of Ice Cream Manufacturers 
and Ice Cream Merchandising Insti- 
tute—Suite 1105 Barr building, 910 
17th St., N.W., Washington. 


Le} 


angles, tanks, etc. 
other metals. 


CHOICE TERRITORIES OPEN FOR 
FACTORY REPRESENTATION 


IDE /\ IN PRODUCTS, INC. 


NEED COLD PLATES? Call DEAN!!! 


For ice cream cabinets, locker plants, soda fountains, farm milk coolers, 
farm freeze cabinets, low temperature test rooms, window displays, liquid 
coolers. Also plates for baudelot-type coolers. Custom built 
plates available on special order such as cylinders, U's, 
Plates available in stainless steel and 


8:00 p.m.—Movies—East Room. 


WEDNESDAY, NOV. 30 

9:00 a.m.—Dairy education demon- 
stration, with discussion on materials, 
methods, and media of education; 
sponsored by DISI committees on 
education, publications, and standard 
terminology; presiding, Irving C. 
Reynolds, Sylvania, Ohio, DISI di- 
rector and chairman of education 
committee—Louis XVI Room. 

12:00 noon—Luncheon, sponsored 
jointly by DISI and Dairy Industries 
Supply Association; speakers to be 
Dr. Theodore E. Woodward of staff 
of medical school of University of 
Maryland, Baltimore, on “Brucellosis 
In Human Beings,” and Ray E. Olson, 
president of DISA—Blue Room. 

1:30 p.m.—Conference with top 
public officials; summation of discus- 
sion by M. G. Van Buskirk, Illinois 
Dairy Products Association, Chicago 
—Shoreham, Blue Room. 

3:30 p.m.—DISI business meeting 
and election of officers. 

7:30 p.m.—Annual dinner; speaker, 
Willard L. Thorp, Assistant Secretary 
of State—Terrace Banquet Room. 


THURSDAY, DEC. 1 


9:00 a.m.—Departure from Shore- 
ham for tours of dairy farms. 
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| Revco CHILL CHESTS 
| 


Sell Revco CHILL CHESTS with more ex- 
clusive features . . . make sales faster — 
bigger profits! Three popular sizes 8, 12.3 
on 19.5 cubic feet. Write for Revco Fran- 
chise Details. 


Revco, Inc. « Deerfield, Michigan 


ROME-CONDENSER 
* Jointless Type * 


Rome Water Cooled Condenser 
Coils insure trouble-free condens- 
ing equipment. Used by leading 
compressor manufacturers. 


ROME-TURNEY 


RADIATOR COMPANY 
222 CANAL ST. 


Every One in the Industry 


. . - Because Every Laugh Drives Home a 
SOUND SALES PRINCIPLE! 


“This is a funny book,” declares 
George Taubeneck, 
Conditioning & Refrigeration News, 
in his heading for Chapter 1. That’s 
true. You'll laugh! You'll learn, too. 


“One Foot in the 
laugh-and-fact-packed story of Spe- 
cialty Selling. 
through chuckling pages to the birth 


of 


under John H. Patterson of N.C.R. 
fame, and it takes you forward— 
again with smiles and guffaws—to the 
shining future. 


It clearly delineates the selling 
principles which years of experience 


have 
editor of Air 


for 


set up—and makes them easy to 


remember by associating these prin- 
ciples with humorous anecdotes. It 
vigorously points up the job ahead 
sales 


management—tells what, 


where, why, when, and how. 


Door” is the 
It takes you back 


the specialty merchandising art 


CHAPTER TITLES from ““One Foot in the Door 


1. 
Ss. 


3. 


USE THIS COUPON-» § 00 <- USE THIS COUPON 
POSTPAID* 


“This Is a Funny Book” 12. 
The Old Master—and How He Got 13. 
That Way 14. 
Making Direct-Mail Advertising Re- 15. 
spectable 

Hair Grows on a Billiard Ball 16. 
Publicity Isn’t Always Free 17. 
People See Better Than They Hear 

How to Humanize Your Company 18. 
Tom Thumb Cartels 19. 
Finding the Rainbow’s Pot-of-Gold 20. 
There’s Always One Best Way to Tell 21. 
Your Story £2. 
You Can’t Get Off First Base Without 23. 
a Sales Manual 24. 


PUBLISHED BY 


CONJURE HOUSE 


BOOK DIVISION OF 
BUSINESS NEWS PUBLISHING CO. 


450 WEST FORT STREET 
DETROIT 26, MICHIGAN 


lIONLY 


CONJURE HOUSE 

Div. of Business News Publishing Co. 
450 WEST FORT STREET 
DETROIT 26, MICHIGAN 
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PLEASE SHIP US 


[1] CHECK ENCLOSED 


os 


It pleads eloquently for—and points 
the way toward—the more efficient 
distribution system that will be one 
of the strongest bulwarks of private 
enterprise. 


It does all this so agreeably and 
fascinatingly that, when you finally 
finish it, you'll call it the most enjoy- 
able 


hook you’ve read in a decade. 


COPIES OF “ONE FOOT IN 
THE DOOR” AT $3.00 PER COPY. 


ee 


*Postpaid only when remittance accompanies order. 


J 


“It Pays for Itself” 

Ask the Man Who Uses One 
Everybody Loves a Convention 

Sales Training Schools Must Be Clever 
and Entertaining 

Circuit Riding Becomes a Profession 


Make It Clear, Make It Simple, Make 
It Direct 


Just a Minute, Dear 

Five Will Get You Ten 

Mama Can Help, Too 

Ask the Man Who Does the Work 
Factory Open House Policy 

Who Says You Can’t Sell Abroad? 
“Tell All” Promotion Rings the Bell 


O BILL Us 


ee) 


1042 DEAN ots BROOKLYN, N. ¥e ROME, N. ) apap a ——_— ee ee ee ee CS 
“ ai é = “t 7 
_ aa £9 Wer a a ie eS a A ee ee ‘et PESTER as 
SL ee ee ee ee eee eee ae en oe aa eels ee allie aie ar) a’ 


ee a 3 
nn nnn NN s 
I a Should ' oF } dy Oe Sr = 
a TWh: | a es Ree 
“4 : “ a8 sone 
a if 
‘ is ahi 5 Sin Se anOGH - LEARN - PROFIT BOOK ne 
Y ee Lk ° <i eee . a r | T 
. SemeeetORGE F. TAUBENECK 
liv’ vas - 
i) i 
5, se ' 
S, ci 
0) 
n . 
a —EEEE 
Pe ee 
- : 
q 
. =e a 
: | 
f $e |_| 
| 4. 
| ; es 
[ | 6. 
: A 
8. 
| =.- 
a | | ‘ 10. 
11. , 
| 
: : CHILL CHEST a 
a 
Vy ~ Nay poor 
Y / ‘ | 
j aoe 
an aM a 
SS . } 4 % | | i 4 
han | | | 
, a + | | =2 j 
ee SE ie | of 
| | na aN, 
: (| a 
: | | see r 
es Pe ck 
in rs | ‘ a  s 
' —— 
a +... | Company es «© us 
| | ee | - 
a - .* ddress Oe Ee eee ee | ie 
Cond : 2% 
cone Vet Be i, eeeeeeeeeeeeeeeeeeeeeeeeeee eerie rere rere . ae 
~~ | eV thay | } oes 
j “Ser 4 2 in 
. piel =" va rt a 
See Re ee 


18 


AIR CONDITIONING & REFRIGERATION NEWS, NOVEMBER 21, 1949 


PATENTS 


Week of August 2 
(Continued) 


2,477,605. PROCESS FOR PRESERVING 
FOODS. Louis B. Howard and William 
D. Ramage, Berkeley, and Clyde L. 
Rasmussen, Albany, Calif., assignors to 
the United States of America as rep- 
resented by the Secretary of Agriculture. 
No Drawing. Application June 8, 1945, 
Serial No. 598,358. 4 Claims. (Cl. 99—193.) 
(Granted under the act of March 3, 1883, 
as amended April 30, 1928; 370 O. G. 757.) 

1. A process comprising partially de- 
hydrating a solid, perishable foodstuff to 
a moisture content from about 66 per cent 
to about 12 per cent, freezing the par- 
tially dehydrated foodstuff while avoiding 
rehydration thereof, and maintaining the 
frozen, partially dehrydrated foodstuff in 
frozen storage. 


2,477,739. REFRIGERATING APPARA- 
TUS. Melvin S. Groh, Preston, Ont., Can. 
Application Feb. 3, 1945, Serial No. 576,005. 
In Canada April 17, 1944. 3 Claims. (Cl. 
62—89.) 


1. A removably mountable storage at- 
tachment for a refrigerator comprising, 
a liner fabricated from a heat conduct- 
ing material to form a cooled chamber, 
heat insulation on the upper portion of 
said liner, the edge of said insulation 
forming an .external shoulder on _ said 
cooled chamber, said cooled chamber hav- 
ing an opening in its top to admit articles 
to be stored and closure means therefor, 
the portion of said cooled chamber below 
said external shoulder being adapted to 
project through an aperture in the cool- 
ing chamber :of a refrigerator to cause 
it to be disposed in heat exchange rela- 
tion with the interior thereof, means for 
controlling the heat exchange between 
said cooled chamber and the cooling 
chamber of the refrigerator, said external 
shoulder formed by said insulation being 
adapted to engage with the periphery of 
the aperture in said refrigerator cooled 
chamber to maintain said cooled chamber 
in heat exchange relation as aforesaid. 


2,477,772. APPARATUS FOR DEHY- 
DRATING NATURAL GAS. James Simp- 
son, Taft, Calif. Application May 14, 1946, 
Serial No. 669,527. 1 Claim. (Cl. 175.5.) 


“4 

In an arrangement for the dehydration 
of natural gas before its admission into 
distributing pipes, a compressor for pro- 
ducing a high pressure, a receiving tank, 
a pipe leading from the said compressor 
through this tank to a portion near the 
bottom of the same, a cooling apparatus 
maintaining a circulating refrigerating 
fluid at a temperature lower than the 
temperature of condensation of the water 
at the pressure prevailing within the 
tank, a coiled circulation pipe around sadi 
tank filled with the refrigerating fluid and 
connected with said cooling apparatus, 
so as to produce a permanent circulation 
of said fluid, a valve controlled discharge 
pipe connecting the tank with the dis- 
tributing pipes and a valve controlled 
water discharge pipe at the bottom of 
the receiving tank. 


2,477,826. METHOD OF AND APPARA- 
TUS FOR CONDITIONING AIR. Clar- 
ence L. Ringquist, La Crosse, Wis., as- 
signor to The Trane Co., La Crosse, Wis. 
Application Jan. 15, 1947, Serial No. 722,- 
244. 8 Claims. (Cl. 62—6.) 

6. Apparatus for air conditioning a 
space comprising a first heat exchanger 
having liquid conduits with a supply and 
a discharge opening and conduits for 
conducting air, said liquid conduits and 
said air conduits being constructed and 
arranged for parallel flow of liquid and 
air, a second heat exchanger, a conduit 
connected at one end to the discharge 
opening of the conduit of said first heat 
exchanger for conducting liquid discharged 
from said first heat exchanger to said 
second heat exchanger, means for mov- 


ing outside air through said first heat ex- 
changer, means for moving air from said 
space through said second heat exchanger, 
means for mixing said outside air leaving 
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said first heat exchanger and said air 
from said space leaving said second heat 
exchanger and means for moving the 
mixed air into said space. 


2,477,823. AIR CONDITIONING SYSTEM. 
Prank J. Reilly, Winter Park, Fla. Appli- 
cation Aug. 14, 1947, Serial No. 768,589. 
5 Claims. (Cl. 62—24.) 
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1. In a refrigerator car of the type 
adapted to contain a lading so arranged 
as to define a plurality of criss-cross air 
passages, said car being constructed with 
a cooling-agent-chamber having air pass- 
ageways at its top and bottom, at least 
one motor-powered reversible impeller 
positioned near the top of the car above 
the loading space so disposed and ar- 
ranged as continuously to circulate cool- 
ing air from said chamber and through 
said lading, and a controller for periodi- 
cally reversing said impeller and said 
flow of said air, whereby to cool the 
upper and lower portions of said lading 
to a substantially uniform temperature. 


2,477,931. EVAPORATIVE COOLING 
SYSTEM FOR AIRCRAFT HAVING EX- 
PANSION MEANS. Leighton S. King, 
Los Angeles, Calif., assignor to The Gar- 
rett Corp., Los Angeles, Calif., a corpora- 
tion of California. Application Jan. 6, 1947, 
Serial No. 720,395. 8 Claims. (Cl. 62—138.) 


1. A cooling system for use in a high 
speed aerial vehicle of the general char- 
acter described, comprising: means es- 
tablishing a path of flow of gaseous 
medium from a source of pressure to a 
point of ultimate disposition; work ex- 
traction means in said path of flow to 
cool the gaseous medium; evaporative 
cooling means in said path of flow up- 
stream from said work extraction means 
for cooling the gaseous medium, said cool- 
ing means being characterized by having 
a substance which, by its evaporation, pro- 
duces a cooling action; propelling means 
in said path of flow downstream from said 
work extraction means, driven by said 
work extraction means, for applying a 
force to assist in the movement of said 
gaseous medium in said path of flow; and 
means using power recovered by said 
work extraction means as a medium for 
accomplishing circulation of fluid, for con- 
ducting a fluid stream in heat exchange 
relation to the cooled gaseous medium 
in said path of flow. 


2,477,932. AIRCRAFT EVAPORATIVE 
COOLING SYSTEM. Leighton S. King, 
Los Angeles, Calif., assignor to The Gar- 
ret Corp., Los Angeles, Calif., a corpora- 
tion of California. Application Jan. 6, 1947 
Serial No. 720,396. 7 Claims. (Cl. 62—138.) 
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1. A cooling system for use in a high 
speed aerial vehicle of the general char- 
acter described, comprising: means estab- 
lishing a path of flow of gaseous medium 
from a source of pressure to a point of 
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ultimate disposition; work extraction 
means in said path of flow to cool the 
gaseous medium; evaporative cooling 


means in said path of flow for cooling 
the gaseous medium, said cooling means 
being characterized by having a substance 
which, by its evaporation, produces a 
cooling action; means driven by said 
work extraction means for absorbing the 
power generated by said work extraction 
means; a second evaporative cooling 
means; and means for conducting a fluid 
stream in heat exchange relation to said 
second evaporative cooling means and 
to the gaseous medium in said path of 
flow. 


2,478,791. REFRIGERATION PLATE 
COOLING UNIT. Richard H. Swart, Utica, 
N. Y., assignor to Savage Arms Corp., 
Utica, N. Y., a corporation of New York. 
Application March 14, 1946, Serial No. 
654,380. 1 Claim. (Cl. 62—126.) 


In a refrigeration plate cooling unit, 
an evaporator plate comprising a flat 
plate, an embossed plate superimposed on 
and secured to said flat plate for forming 


conduits therebetween, one of said em- 
bossments forming an outlet manifold, 
an outlet fitting for the outlet manifold 
positioned adjacent an edge to the eva- 
porator plate, another of said emboss- 
ments forming a manifold parallel to and 
spaced from the outlet manifold, still 
other of said embossments forming 
parallel conduits some of which connect 
the second mentioned manifold to the 
outlet manifold, an inlet fitting positioned 
adjacent said edge, one of said parallel 
conduits connecting said inlet fitting with 
second mentioned manifold, a by-pass 
formed by certain of said embossments, 
said by-pass extending obliquely from 
said one conduit and connecting the same 
with the discharge portion of the adja- 
cent parallel conduit, whereby when the 
evaporator plate is in a vertical operating 
position the by-pass will operate to per- 
mit refrigerant vapors to pass from the 
upper part of said one parallel conduit 
to the outlet manifold. 


2,478,017. REFRIGERATOR HAVING 
MOISTURE CONTROL MEANS. Malcolm 
G. Shoemaker, Abington, Pa., assignor, 
by mesne assignments, to Philco Corp., 
Philadelphia, Pa., a corporation of Penn- 
sylvania. Application May 8, 1946, Serial 
No. 668,152. 12 Claims. (Cl. 62—103.) 
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1. In a refrigerator a cabinet having 
an insulated portion and enclosing a pair 
of compartments each occupying a differ- 
ent section of said cabinet portion, cold- 
producing means in heat-exchange rela- 
tion with one compartment to maintain a 
substantially dry-cold condition therein, 
a refrigerating system associated with the 
other compartment to maintain a substan- 
tially moist-cold condition therein, adja- 
cent walls of the compartments having 
means providing a space communicating 
with both compartments, and a plate dis- 
posed in said space and serving to pre- 
vent communication between the compart- 
ments, said plate being exposed directly to 
the cooling effects of said cold-producing 
means to be thereby cooled to a greater 
extent than any other portion of the 
moist-cold compartment. 


2,478,097. FILTER. Clarence J. Glanzer, 
Northfield, Ohio, assignor to Air-Maze 
Corp., Cleveland, Ohio, a corporation of 
Delaware. Application April 7, 1944, Serial 
No. 529,925. 4 Claims. (Cl. 183—74.) 
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1. An air filter of the type in which 
solid particles of dust and the like are 
separated from an air stream by im- 
pingement upon a screen mesh which is 
coated with a dust-catching liquid, com- 
prising a screen of filaments of hard dur- 
able material woven in a mesh of fixed 
opening sizes adapted to withstand hand- 
ling and pulling without substantial varia- 
tion of said opening sizes, a layer of 
fibrous material adapted to absorb dust- 
catching liquid forming a liquid reservoir 
completely covering and firmly secured to 
each filament of said screen leaving the 
interstices between said filaments substan- 
tially open for the passage of the air 
to be filtered, fibrous tendrils of said 
fibrous material being self-supported on 
said filaments and extending into said 
interstices, said fibrous tendrils being 
of firmly woven material adapted to with- 
stand, without breaking, an air stream of 
high velocity, and dust-catching liquid 
held by said fibrous material and tendrils, 
whereby an air stream may pass through 
said interstices of said screen with very 
low resistance, a large area of fibrous 
material and tendrils is exposed to im- 
pingement of solid particles, the dust- 
catching liquid is continuously supplied 
from said reservoir to said tendrils and 
to the dust particles caught thereon, and 
said filter may be washed free of dust and 
re-coated with liquid while retaining the 
predetermined fixed opening sizes of said 
screen mesh, and the hard durable fila- 
ments firmly supporting said layer of 
fibrous material during such washing. 


2,478,137. REFRIGERANT LIQUEFY- 


and an outer reinforcing flange; circular 
condenser means carried by said base 
member; motor-compressor means includ- 
ing a housing therefor disposed centrally 
of said condenser means and carried by 
said base member; means for flowing a 
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cooling medium in thermal exchange with 
said condenser means and said motor- 
compressor housing; said base member 
having a hollow portion constituting a 
receiver for refrigerant condensed in said 
condenser means; and refrigerant flow 
connections between said motor-compres- 
sor means, said condenser means and for 
said receiver; said refrigerant flow con- 
necting means comprising first means for 
conducting compressed refrigerant from 
said motor-compressor unit into a first 
portion of said condenser means, means 
for conveying refrigerant leaving said 
first portion of said condenser means into 
said motor-compressor housing, means for 
conveying refrigerant from said motor- 
compressor housing to a second portion of 
said condenser means, and means for con- 
veying refrigerant condensed in _ said 
second portion of said condenser means 
into said receiver. 


2,478,145. REFRIGERATED FOOD 
STORAGE UNIT APPARATUS. Marcie 
FP. Weber, Harvey, Ill. Application June 
14, 1946, Serial No. 676,746. 4 Claims. (Cl. 
312—176.) . 


1. In a refrigerated food storage unit 
comprising an insulated food compart- 
ment, a power-operated vertically mov- 
able shelf structure comprising a frame- 
work within the food compartment, a sub- 
stantially horizozntal shelf attached to 
said frame-work, substantially vertical 
non-rotatable threaded posts positioned 
at the corners of the food compartment 
and extending from the bottom of the 
compartment to points near the top there- 
of with the framework attached to the 
posts near the tops thereof, a housing 
surrounding each post, an_ internally- 
threaded rotatable wheel engaging the 
threads on each post, a motor outside the 
food compartment in a non-refrigerated 
area, a shaft extending through the in- 
sulation and operated by the motor, and 
mechanical means operated by the shaft 
for turing the threaded wheels to raise 
the threaded posts, framework and shelf. 


DESIGNS 
154,675. DESIGN FOR A COMBINED 
ICE-CREAM CABINET AND SODA- 


FOUTAIN. Richard I. Gray, Decatur, Il. 
Application July 8, 1948, Serial No. 147,434. 
Term of patent 14 years. (Cl. D2—3.) 


~ 


The ornamental design for a combined 
ice cream cabinet and soda fountain, as 
shown and described. 
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2,478,220. WATER COOLER FOR RE- 
FRIGERATORS. Jessie. W. Alexander, 
Sweetwater, Tex. Application Dec. 13, 1946, 
Serial No. 716,105. 2 Claims. (Cl. 62—141.) 
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1. A mechanical refrigerator including 
a cabinet, a refrigerating unit located in 
the cabinet to provide a space between 
the same and a wall of said cabinet, a 
water cooling coil in the form of a hori- 
zontally disposed helix in the space be- 
tween said refrigerating unit and said 
wall, a vertically disposed sheet of in- 
sulating material interposed between said 
helix and said refrigerating unit for pre- 
venting freezing of the water in said 
helix, and at least one pair of horizon- 
tally disposed supporting rails arranged 
in opposed relation within said helix for 
supporting a container thereon. 


1. In a refrigerator, a refrigerated com- 
partment, an evaporator unit mounted in 
and constituting the major cooling means 
for said compartment and comprising a 
hollow metallic member and an envelope 


of thermal insulating material, said en- 
velope being discontinuous so as to ex- 
pose a localized area of said member, a 
metallic ice tray removably seated upon 
and effectively covering said exposed 
area, and an ice cube grid in said tray 
comprising partitioning elements of high 
thermal conductivity and of substantially 
greater height than the walls of said 
tray. 


2,478,465. PACKAGE FREEZING MA. 
CHINE. Glenn F. Dodson, San Jose, Calif. 
Application Feb. 3, 1947, Serial No. 725,- 
992. 5 Claims. (Cl. 62—114.) 
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1. A machine for freezing packaged 
goods comprising a continuously movable 
member and a stationary member, said 
members being spaced apart to form a 
passage between them, a housing having 
an entrance and a discharge opening in 
communication with the passage, means 
on the movable member for engaging 
and feeding packaged goods delivered to 
the entrance from said entrance through 
the passage to the discharge opening, and 
means for applying refrigeration to the 
movable and stationary members. 


2,478,588. TEMPERATURE CONTROL 
FOR RAILWAY COACHES. Timothy J. 
Lehane and Everett H. Burgess, Chicago, 
Iil., assignors, by mesne assignments, to 
Vapor Heating Corp., a corporation of 
Delaware. Application Oct. 19, 1945, Serial 
No. 623,340. 17 Claims. (Cl. 257—3.) 


3. The combination of means for heat- 
ing an enclosed space, means for cooling 
said space, and means for controlling the 
functioning of said heating and cooling 
means comprising a thermostat respon- 
sive to temperature changes within the 
enclosed space for controlling the func- 
tioning of said heating means, a thermo- 
stat responsive to temperature changes 
within said enclosed space for controlling 
the functioning of said cooling means, a 
thermostat outside said enclosed space set 
to function at a predetermined outside 
temperature, and electrical means condi- 
tioned by the functioning of the outside 
thermostat and the cooling means ther- 
mostat to make the heating means ther- 
mostat ineffective to control the tempera- 
ture of said enclosed space when the tem- 
perature of the space rises to a pre- 
determined point; the _ said electrical 
means including auxiliary electric heaters 
for the heating means thermostat and a 
relay energized by the functioning of the 
cooling means thermostat for applying 
heat to said auxiliary heater whereby 
the functional setting of said heating 
means: thermostat is lowered. 


2,478,617. AIR CONDITIONING SYS- 
TEM. Frederick O. Anderegg, Somerville, 
N. J., assignor to John B. Pierce Fwin- 
dation, New York, N. Y¥., a corporation of 
New York. Application March 18, 148, 
Serial No. 15,607. 2 Claims. (Cl. 62—!40.) 


- 

1. An air conditioning system, comp 
ing structure defining two air-flow cl 
nels, one for air to be conditioned : 
one for heated air; a moisture-pervic 
porous wall dividing the two channels, 
from the other; refrigerating mechan 
disposed within the said channel 
heated air and arranged to impart 
normally waste heat to air flowing 
and through said channel, the cooling : 
of said refrigerating mechanism being 
posed within said air conditioning ch 
nel, at and extending along the exp< 
face of said porous wall; means for ‘ 
culating interior air to be conditior 
through the said air conditioning chann 
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Refrigeration Problems 


and their Solution 
| by Paul Reed 


For Service and Installation Engineers 


heory & Experience 


In referring to these two compo- 
rent essentials of knowledge and 


competency, they are sometimes 
vritten ‘“‘Theory’ versus Experi- 
ence,” as if there was something 


antagonistic about them. Certainly 
nothing could be further from the 
truth. ; 

Schooling and experience are sup- 
plementary to one another. Either, 
without the other, is a very ineffec- 
tive tool for doing things correctly 
and quickly. 

There is probably no better ex- 
ample of the truth of this than in 
the refrigeration business, especially 
refrigeration service. A man just out 
of a school, even a good one, is not 
of much value for the first few 
months. On the other hand, a man 
without schooling or its equivalent 
in home study, never can become a 
first class refrigeration man. 


HANK, OF M.LT. 


To best illustrate these points, con- 
sider two actual men who a few 
years ago worked in the experi- 
mental department of a _ certain 
manufacturer. One was Hank, a big, 
pleasant young fellow who had been 
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given a job in that department be- 
cause of a “pull” high up among the 
stockholders. Hank had just gradu- 
ated in electrical engineering from 
Massachusetts Institute of Tech- 
nology, one of the finest engineering 
schools in the country. He graduated 
with good grades, too. He really 
knew his “theory” and could and did 
explain very clearly to some of the 
boys with less schooling, all about 
some of the mysteries of polyphase 
currents, power factor, leading and 
lagging currents, and some of the 
other subjects that they never had 
understood. No question about it, 
Hank knew his “theory.” 

But Hank didn’t seem to get the 
hang of doing things. He was all 
thumbs. He was clumsy. He broke 
things. He just never would be a 
mechanic. 

One day the foreman told him to 
wire up a _ simple across-the-line 
magnetic motor starter. Hank, with 
all his knowledge of fundamentals, 
worked for almost a half-hour trying 
to get that starter connected, and 
finally had to call on Joe to help him. 
Joe hooked it up in about two 
minutes. 


JOE, THE ELECTRICIAN 
Joe was completely unlike Hank. 


_~ He was a little fellow whose school- 


ing stopped at the eighth grade. 
While still in his teens he got a job 
as an electrician’s helper. He served 
his apprenticeship and finally became 
a journeyman wireman. Since then 
he had done about all kinds of wiring. 

But Joe didn’t know a phase angle 
from a torque curve. He knew so 
little about the elementary principles 
of electricity and magnetism that it 
was surprising that he could do wir- 
ing at all. 


Nevertheless, Joe, was a good wire- | 


man. Give him almost anything to 
wire up and before long he had it 
done, and, it worked, provided that 
he had a wiring diagram or that it 
was just exactly like a job he had 
wired before. With a wiring diagram 
or from memory Joe could get them 
connected. He couldn’t tell you how 
or why, he didn’t know why, but 
usually they worked. 

Sometimes they didn’t. You 
couldn’t trust him on the more com- 
plicated jobs and you couldn’t give 
him a job to wire up if he had to 
figure it out for himself. He could 
no more have wired up a system of 
motors with relays, program con- 
trols, and timers than he could have 
spelled ornithorhynchus, and he had 
never heard of that animal. 

Joe did beautiful work. His pipe 
work was neat, bends smooth, and 
runs straight. His wiring delighted 
the inspectors; nice open loops, joints 
tight. Joe was a fine workman. But 
Joe was just as far as he could go. 
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OPPORTUNITY 
OF A LIFETIME 


We Offer 
COMPLETE SET OF 
DIES—JIGS—Blueprints 


Used by United Motors Industries 
to make their 
DIRECT DRIVE 
CONDENSING UNIT 
DIRECT DRIVE 

i 


The dies and jigs are offered 
at 1/10th of their cost. 
—— 

Also offered—component parts 
sufficient to assemble 1000 units. 
— 

Save years of development and 

design. 
Inquiries Invited 
JOHNS SALES ASSOCIATES 


1025 BROAD ST. 
NEWARK 2, N. J. 
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No advancement was possible. 
Here were two entirely different 
men. Hank with a fine formal educa- 
tion, was put to pushing a truck 
around the department, moving mate- 


rial, etc. Finally, he left; perhaps, 
he found his niche. Joe is still pulling 
wire. 


‘THEORY’ NECESSARY TO 
REFRIGERATION SERVICE 
ENGINEER 


Refrigeration is comparable _ to 
electrical work. Perhaps a knowl- 
edge of fundamentals is even more 
important to a refrigeration man 
than an electrician. Without “theory” 
Joe was merely a wireman, he never 
could be a trouble-shooter. A refrig- 
eration man without a knowledge of 
elementary fundamental “theory” is 
like Joe. He can run tubing, make 
joints, and do other mechanical work 
but he can never be a serviceman. 
If he tries servicing refrigeration 
equipment, then he is simply guess- 
ing; trying first one thing and then 
another; hoping that what cured that 
other job will cure this one. 

He is what is known in the indus- 
try as a “parts changer.” He changes 
parts on suspicion. One of his 
favorites is the expansion valve. 
Sometimes, by lucky coincidence, but 
unknowingly, he corrects the real 
fault when he changes the expansion 
valve. At the same time he may 
have changed the drier, added refrig- 
erant, or maybe removed some wax. 

Some men have a “complex” on 
some one part. An expansion valve 
complex is quite common. Another 
is the control complex. Then there 
is the “give-it-a-shot” complex. All 
are merely evidences that the man 
is not analyzing the job to determine 
the real cause. They are just hope- 
fully but blindly blundering along. 

The younger, less experienced men 
are not the only offenders at this. 
“Old Timers’ may turn up their 
noses at “theory,” as all right for 
beginners, but they are past that. 

No one is past the stage of learn- 
ing, regardless of what he may think. 
Especially no one is past the stage of 
learning fundamentals. A knowledge 
of “theory” is a positive necessity. 

Moreover, the “old timers” may 
well look to their laurels. Many of 
the newcomers have had more school- 
ing and with a little experience they 
become good servicemen. Some of 
the courses being offered are very 
good, others only fair, and some 
others are little more than rackets, 
but most of the students do take to 
their jobs after graduation a better 
knowledge of fundamentals than the 
“old timers” had and they do not 
have to get as much experience in 
order to become first-class men. 


AN OLD-TIMER’S ADVICE 


Any honest ‘old-timer’s” advice to 
the beginner or even to others who 
have been in the business for some 
time, is to dig into his books and 
get a good knowledge of “theory.” 
He may have to pass up a lot of 
picture shows and ball games, and 
turn his radio off for a couple of 
hours several evenings a week, but 
those hours of study will pay big 
dividends. 


Admiral Announces Plan To 
Double Capital Stock Shares 


CHICAGO — Ross D. Siragusa, 
president of Admiral Corp., an- 
nounced last week that stockholders 
have approved a plan to double the 
firm’s 1,000,000 shares of capital 
stock. The second 1,000,000 shares 
will be issued on Dec. 8 as a 100% 
stock distribution to stockholders of 
record Nov. 21, he said. 


NEW G&E CATALOG 


REFRIGERATION PARTS e@ ELECTRICAL SUPPLIES 


SEND FOR IT 


G &E EQUIPMENT SUPPLY CO. 
OGDEN AT FULTON 
CHICAGO 7. ILL. HA ymarket 1.0240 


Parker Bulletin Describes 
Pressure Gauge Snubber 


CLEVELAND — Action of _ the 
Parker pressure gauge snubber in 
protecting gauges from line shocks 
and vibration while’ eliminating 
needle fluctuation for more accurate 
readings is described in Bulletin 380, 
just published by The Parker Appli- 
ance Co., here. 

The bulletin illustrates the appli- 
cation of the device, and lists 13 
steps of adjustment available by use 
of three snubbing pins in a side-open- 
ing chamber which is out of the 
line of flow. 

Made of forged stainless steel or 
forged brass, the snubber is avail- 
able with 4-in. or %4-in. internal pipe 
thread connections, for service at 
working pressures up to 5,000 Ibs. 
per sq. in. 


Lloyd’s Opens In Memphis 


MEMPHIS, Tenn.—Lloyd’s Furni- 
ture Store, located at 1080 Thomas 
St., featuring the Norge line of re- 
frigerators and appliances, has re- 
cently announced its formal open- 


S.E. Smalling Heads New 
American Kitchens Dept. 


CONNERSVILLE, Ind. — Creation 
of an entirely new American Kitchens 
builder sales department, with Stan- 
ton E. Smalling as manager, and the 
appointment of Joseph E. Guertin as 
administrative assistant to F. F. 
Duggan, general sales manager of 
the American Central division, Avco 
Mfg. Corp. was announced recently 
by the company. 

Smalling, who was formerly in 
charge of American Kitchens sales 
in the Cleveland area will make his 
headquarters at the American Cen- 
tral plant here. He joined the firm 
last spring. 

Guertin will coordinate head- 
quarters administrative details of 
American Kitchens sales depart- 
ments, the company declared. He will 
also supervise market research and 
sales statistical activities. 

Guertin has had extensive experi- 
ence as contract sales manager and 
director of market research and 
sales statistics for other appliance 
manufacturers. 

The new department was made 
necessary by increased sales, the 
company pointed out. 


CLASSIFIED ADVERTISING 


RATES for ‘‘Positions Wanted’’ $5.00 
per insertion. Limit 50 words. 10¢ per 
word over 50 


RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 50 

ADVERTISEMENTS set in usual classi- 
fled style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


POSITIONS WANTED 


AVAILABLE DECEMBER i1st—high class 
sales manager. Proven producer in air 
conditioning, heating, and industrial re- 
frigeration field. Experience with impor- 
tant operations for 19 years. Want to 
move to Southwest or Midwest. Excellent 
references. Reply BOX 3347, Air Condi- 
tioning & Refrigeration News. 


SALES ENGINEER, 3 years mechanical 
engineering; graduate large manufactur- 
er’s sales engineering school; 3 years 
experience direct sale heating and venti- 
lating apparatus; 3 years working with 
air conditioning dealers. Interested in 
position with air conditioning equipment 
manufacturer or manufacturer’s agent. 
Presently in Southwest, but consider re- 
location. Address BOX 3348, Air Condi- 
tioning & Refrigeration News. 


I HAVE had a lot of years experience in 
refrigeration, also considerable in radio 
and electrical work. I believe I should 
do a good job as manufacturer's represen- 
tative in these lines. Wide acquaintance 
in Oregon, Washington, Idaho. If you 
need representation in the Pacific North- 
west or are dissatisfied with your present 
representation, why not give me a trial? 
Best of references. BOX 8350, Air Condi- 
tioning & Refrigeration News. 


POSITIONS AVAILABLE 


AIR CONDITIONING and industrial re- 
frigeration instructors wanted Northwest’s 
largest trade school. Ability to handle 
both theory and shop classes preferred. 
Working knowledge duct design and 
fabrication helpful. Practical experience 
essential. Also, refrigeration theory in- 
structors. WEST COAST TRADES IN- 
STITUTE, 745 N. Russell St., Portland, 
Oregon. 


MANUFACTURER OF refrigeration 
equipment and air conditioners wants 
regional service managers for several ter- 
ritories. Applicants must have a good 
technical background and ability to effec- 
tively conduct distributor and dealer 
service training. Give training, experience, 
and salary expected. BOX 3344, Air 
Conditioning & Refrigeration News. 


REFRIGERATION SALES manager: 
Prominent automatic control mfgr. offers 
opening for progressive executive with at 


least five years’ background in field 
application and sales of refrigeration 
products. Salary and bonus. Replies 


confidential. BOX 3346, Air Conditioning 
& Refrigeration News. 


SALESMAN. EXPERIENCED refrigera- 
tion salesman to handle line of national 
manufacturer specializing in prefabricated, 
sectional walk-in freeze coolers, ice mak- 
ing equipment, ice cream novelty manu- 
facturing equipment, ice cream vending 
carts, etc. Lucrative, non-competitive field 
requiring aggressive, young individual 
with following in trade. Car required. 
Factory representative will be in your 
territory within 7 to 10 days and will 
contact for interview. Give complete de- 
tails and phone. BOX 3349, Air Condition- 
ing & Refrigeration News. 


EQUIPMENT FOR SALE 


automatic starter, and gas tank. Capacity 
with 90 degree condensing air, 10 degree 
suction temperature 24,000 BTU. Brand 
new in crates, $1800 F.0.B. 600 Broadway, 
New York 12, N. Y. INTERSTATE AP- 
PLIANCE Co., INC. 


KRAMER TRENTON Thermobanks, TV- 
75 complete with blower, Thermobank, 
solenoid, Tork clock, heat exchanger and 
strainer $95.63. Combination #07 system, 
including two blowers, 1 B10 Thermobank, 
solenoid, Tork clock, heat exchanger and 
strainer $175.00. Brand new. Shipped 
F.0O.B. New York. TRACO INDUSTRIAL 
CORPORATION, Dept. 13, 455 West 19th 
Street, New York, N. Y. 


EXPANSION VALVES. Detroit #786 
3-6 tons, ‘‘Freon’’ $5.00. Detroit #894 % 
ton ‘‘Freon’’ non-adjustable low tempera- 
ture $1.95. Sporlan 1 ton high tempera- 
ture $4.00. Electric Power products \% 
ton $2.95, % ton $3.25, 1 ton $4.00, and 
2 ton $4.00. All ‘‘Freon’’ or CH,Cl with 
%” inlet—%” outlet. Alco T-102 CH,Cl or 
“Freon” % ton non-adjustable low tem- 
perature $0.49. Alco TCLOF “Freon’’ 2 
ton $4.00. TO6-6M CH,Cl 4 tons $4.50. 
TCL2F “Freon” 5 tons $5.00. TCLOM 
CH,Cl 4 ton $4.50. TLIF ‘‘Freon’’ 3 ton 
$4.25. All material new and _ shipped 
F.0O.B. New York. TRACO INDUSTRIAL 
CORPORATION, Dept. 13, 455 West 19th 
Street, New York 11, N. Y. 


HENRY RELIEF valve. Model 529-S. 
With inlet %” ODS—outlet %” ODS. Set 
for 200# pressure. Price $2.50. Brand 
new. Shipped F.O.B. New York. TRACO 
INDUSTRIAL CORPORATION, 455 West 
19th Street, New York 11, N. Y. 


UNIVERSAL HERMETIC unit, model 
S13L-1 % H.P., $49.50. Guaranteed brand 
new! Send for free folder. Shipped 
F.O.B. New York. Order now! TRACO 
INDUSTRIAL CORPORATION, Dept. A 
455 West 19th St., New York 11, N. Y. 


LOW PRESSURE. Cutler-Hammer 9508- 
N200 20’V-40# range 10-264 settings 
5-30# diff. $2.95. Cutler-Hammer 9508N7 
above ratings $2.95 each. Penn 260AP01 
20”-50# range 5#-30# diff. $4.50. Minne- 
apolis-Honeywell 710353467 range -20 to 
50# $4.00. White-Rodgers range 25” vac 
to 50# pressure. 5#-35# diff. $4.00. Brand 
new. Shipped F.0O.B. New York. TRACO 
INDUSTRIAL CORPORATION, 455 West 
19th Street, New York 11, N. Y. Dept. 13. 


McINTIRE CONNECTOR driers and car- 
tridges #200 drier shell 5%” OD and \%” 
OD $8.00 ea. Activated alumina cartridge 
refills #200 and #300—$2.00 ea: Brand 
new. Shipped F.0O.B. New York. TRACO 
INDUSTRIAL CORPORATION, Dept. 13, 
455 West 19th Street, New York 11, N. Y. 


SERVEL HERMETIC units. Model L2- 
BAIC % H.P. “‘F-12.’’ Complete with re- 
ceiver. $53.10. Model H2EA1C % H.P. 
“F-12."". Complete with receiver. $53.10. 
Faraday alarm system complete with 
trickle charger—Rancostat—neon bulb and 
holder. $3.25. All items brand new. 
Shipped F.O.B. New York. Send for free 
folder today. TRACO INDUSTRIAL 
CORPORATION, 455 West 19th Street, 
New York 11, N. Y. 


SCHOOLS 


DETROIT AIR Conditioning Institute is 
accepting applications for enrollment in 
fall term classes starting December 6. 
Fully GI approved courses in air condi- 
tioning, refrigeration, heating, ventilating, 
sheet metal layout, heat pump engineer- 
ing. Write for free information. DETROIT 
AIR CONDITIONING INSTITUTE, Dept. 
D, 4125 Grand River, Detroit 8, Michigan. 


FRANCHISES AVAILABLE 


WHOLESALE SEALED unit exchange 
and rebuilding. We will rebuild and 
convert your unit to ‘‘Freon-12.’’ One year 
guarantee. Write for price list and 
shipping instructions. ADVANCE RE- 
FRIGERATION COMPANY, 829 East 
McNichols Road, Detroit 3, Michigan. 


DEALERS WANTED to sell the Rock- 
Freeze home freezer. This is a heavy 
duty 18 cubic foot freezer with a General 
Electric unit. Dual baked enamel. Blue 
or white. Retails for $369.00. We pay 
the freight. Manufactured by WELTY 
REFRIGERATION CO., Rockford, Illinois. 


RECORDING THERMOMETERS. Bristol 
electric 7 day remote -30° to plus 70°. 
Brand new. $69.00 each. BIMEL CO., 
Cincinnati, Ohio. 


FOR SALE—Model A Sterling gasoline 
driven refrigeration systems consisting of 
4 cylinder Wisconsin V type engine, 
Baker compressor, Trane evaporator, Alco 
multiport expansion valve. Complete with 


MISCELLANEOUS 


NORGE SEALED units remanufactured 
and exchanged. Immediate delivery from 
stock. 1 year guarantee. Write for prices 
and shipping instructions. Complete Norge 
engineering service. 22 years experience. 
MODERN REFRIGERATION CoO., INC., 
12541 E. MecNichols Road, Detroit 5, 
Michigan. 
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Lawson Elected -- 


(Concluded from Page 1, Column 4) 
Well known in industry circles, 
Lawson has been with Kelvinator 
since 1939, only interrupting his sales 
activities for a period early in World 
War II to participate in the com- 
pany’s extensive war production. 

Prior to joining Kelvinator, Lawson 
served with the Frigidaire Div. of 
General Motors Corp. He joined 
Frigidaire in 1932 and became house- 
hold sales manager two years later. 
For three years before coming to 
Frigidaire, Lawson had been general 
sales manager of General Motors 
Radio Corp. in Dayton. 

During World War I Lawson rose 
to the rank of captain in the 2nd 
Marine Division and served overseas. 
Upon his return to civilian life, he 
became associated with Westing- 
house, but left there in 1921 to as- 
sume the position of general sales 
manager at Day Fan Electric Co. 
in Dayton. He later became vice 
president of this firm. 


Owens-Corning Charged 
With Attempt To Hinder 
Glassfoss Corp. Expansion 


NEW YORK CITY—Owens-Corn- 
ing Fiberglas Corp., its parent com- 
panies, and 13 officers and directors 
have been charged with hindering the 
growth of the Glassfoss Corp. in a 
$9,000,000 anti-trust suit. 

The complaint charges that Fiber- 
glas President Harold Boeschenstein, 
who was at the time deputy vice- 
chairman of the War Production 
Board, attempted to hinder the de- 
fendant’s expansion during World 
War II. The company sought to ex- 
pand to produce glass fiber parts to 
replace rubber parts in Army 
batteries, it was stated. 

Glassfoss charges the defendants 
with monopoly, attempted monopoly, 
cartel, combination, conspiracy, and 
restraint of trade. It also claimed that 
the defendant used price cuts, dis- 
counts, intercorporate agreements, 
and contracts to purchase. 

The suit asked triple award on 
alleged damages of $2,500,000 under 
Federal law and $1,500,000 under 
New York law. 

Parent companies named as de- 
fendants are Owens-Illinois Glass Co. 
and Corning Glass Works. 


ASRE Meeting Set- - 


(Concluded from Page 1, Column 8) 
ing Conference.” O. H. Yoxsimer, 
manager of the Westinghouse Elec- 
tric Corp. cabinet engineering de- 
partment, will speak on “Application 
of Plastics in Domestic Refrigera- 
tors.” O. E. Norberg of Crosley Div. 
will lead a discussion on Yoxsimer’s 
paper. 

R. W. Morgan, chief engineer of 
Fedders-Quigan Corp., will present 
a paper on “Our Embryonic Major 
Industry” outlining some of the de- 
sign problems of room air condi- 
tioners at the Room Air Conditioner 
Conference. Herbert Laube, president 
of Remington Corp., will preside at 
this session. 

The third, “Water Re-Use Confer- 
ence,” will have three _ principal 
speakers: E. L. Bean of the Philadel- 
phia Bureau of Water who will dis- 
cuss the problem of water supply; 
H. E. Degler, technical director of 
Marley Co., whose topic will be the 
selection of cooling equipment; and 
Ralph E. Westcott of Montgomery 
& Pomeroy who will speak on the 
control of water quality. Arthur J. 
Hess of Hess, Greiner & Polland will 
lead a discussion from the floor fol- 
lowing these three papers. 

In addition to the conferences, 


technical sessions will run_ con- 
currently. A welcome luncheon will 
be held on Monday at’ which 


Nathaniel Leverone, chairman of the 
board of the American Canteen Co., 
will be the speaker. 


B. W. Clark Retires As 
Westinghouse Vice President 


ATLANTIC CITY, N. J.—B. W. 
Clark, vice president of Westinghouse 
Electric Corp., announced his retire- 
ment from active business at a 
luncheon address to the National 
Electrical Manufacturers Association 
here. Clark is also the out-going 
president of the association. 

He was president of Westinghouse 
from 1934 to 1944. 


All-Industry Show -- 


(Concluded from Page 1, Column 5) 
that it would move vigorously in its 
fight against direct selling. of refrig- 
eration equipment by dairy, bottling, 
and liquor firms, and was also inter- 
viewing candidates for a full-time 
traveling secretary. 

In remarks made before the open- 
ing session of the 12th annual con- 
vention of the RSES, K. B. Thorndike, 
president of REMA, predicted that 
the air conditioning and refrigeration 
industry would handle $2 _ billion 
worth of business this year. 

He pointed out that such a volume 
would represent ‘‘an increase of 200- 
250% over the last pre-war year. 

“Our industry has grown to such 
extent,” he declared, “that complete 
facilities for holding an all-industry 
show are available in only four cities 
in the United States.” 

C. S. Stackpole, vice president and 
general manager of Chrysler Air- 
temp, addressed the convention of 
RACCA. He traced the growth of 
the air conditioning business from 
the “pioneering” stage to a position 
of widespread public acceptance. 

“From year to year since the war 
ended,” he said, “we have seen each 
one produce, for the well-manned dis- 
tributor, contractor, or dealer, greater 
volume and better profits.” 

Show Chairman H. F. Spoehrer 
estimated that attendance at this 
year’s Show would set records in 
both size and attendance. 

The National Commercial Refrig- 
erator Sales Association announced 
that it has arranged with the firm of 
Fernley & Fernley of Philadelphia, 
trade association management firm, 
to have it handle the affairs of the 
association for the next three-year 
period. 


Haverly Electric Sessions 
Planned for Nov. 28-30 


SYRACUSE, N. Y.—The Haverly 
Electric Co., Inc.’s 17th installation 
and service school and a sales meet- 
ing will be held at the firm’s plant 
at the Hotel Onondaga here from 
Monday, Nov. 28 through Wednesday, 
Nov. 30, C. U. Haverly, Sr., presi- 
dent, announced recently. 

The service school will be con- 
ducted on the first two days and 
the sales meeting on the third. In- 
stallation and service of Haverly 
milk coolers and freezers will be the 
subject of Monday’s school, while 
servicing Servel units on high and 
low temperature applications will be 
covered on Tuesday. 

Wednesday will be devoted to in- 
formation on the selling of Haverly 
refrigeration products and a _ two- 
hour presentation of the Servel 
Supermetic five-year protection plan. 
A. M. Schmitz of Servel will make 
the presentation. 

C. U. Haverly, Jr., vice president 
in charge of engineering and factory 
manager, and Schmitz will conduct 
the service training sessions. They 
will be assisted by F. C. Vicarelli. 

At a banquet in the Hotel Onon- 
daga to wind up the school, J. W. 
Bostwick, sales manager for the elec- 
tric refrigeration division of Servel, 
Inc. will be the guest speaker. 

Sessions on all three days will 
begin at 9 a.m. and run through 
9 p.m. 


Deines Heads Advertising 
And Sales Promotion 
For Westinghouse Corp. 


PITTSBURGH — Appointment of 
Harry J. Deines as manager of ad- 
vertising and sales promotion for the 
Westinghouse Electric Corp. was an- 
nounced here recently by J. H. Jewell, 
who is vice president in charge of 
sales. 

Deines was formerly an account 
executive and vice pressident of the 
Fuller & Smith & Ross, Inc. adver- 
tising agency in New York City, 
where he had worked on advertising 
programs for Westinghouse products. 

In his new post, he will be re- 
sponsible for staff supervision and 
coordination of all Westinghouse ad- 
vertising and sales promotion activi- 
ties, according to Jewell. 

He will also maintain basic com- 
pany relationships with advertising 
agencies, will direct the development 
of advertising and sales promotion 
programs in conjunction with sales 
departments, will develop sales train- 
ing programs, and will exercise staff 
supervision over the application of 
the programs. 


After-Effects of 
Steel Strike Are 
Still Being Felt 


DETROIT—With the settlement of 
the steel strikes, appliance production 
has resumed on a limited basis at 
some plants. However, indications 
are that it will be several weeks 
before production schedules’ will 
reach the level prevailing prior to 
the shutdowns. 


General Electric Co. resumed 
limited production of refrigerator 
units at its Erie, Pa. plant which 
has been shut down for two weeks 
because of lack of steel. H. L. 
Andrews, vice president in charge of 
the company’s appliance and mer- 
chandising division, said that output 
of refrigerator cabinets will begin on 
a limited scale on Nov. 21 and by 
Nov. 25 production of complete re- 
frigerators will reach 60% of output 
prior to the plant shutdown. 

Simultaneous with the reopening, 
G-E began accepting distributor 
orders for December for the first time 
since production was curtailed. How- 
ever, Andrews stated that orders are 
accepted on a one-month basis only 
with distributors submitting  esti- 
mates of their three months’ require- 
ments. These will serve only as a 
guide, he pointed out, and the com- 
pany will make no commitments on 
deliveries. 

Kelvinator reports that it will re- 
duce appliance production schedules 
this week, according to R. A. De- 
Vlieg, vice president of manufactur- 


ing. 


The reduction will involve layoffs 
of 1,000 second shift workers at the 
company’s Grand Rapids, Mich. plant 
and about 250 at the Detroit plant. 
The cutback was said to be due to 
unbalanced sub-assembly production 
at Grand Rapids. 

Plants will operate on curtailed 
schedules until early December, De- 
Vlieg said. Plans beyond that time 
will depend upon the steel situation. 

Production cutbacks are on the 
heels of record-breaking Kelvinator 
refrigerator sales. C. T. Lawson, vice 
president in charge of sales, an- 
nounced earlier this week that sales 
in 1949 were up 8% over 1948. 

Frigidaire Div. of General Motors 
cancelled its plans for a cutback 
after Nov. 15 due to the coal and 
steel strikes and will remain on a 
full five-day work week. 

Thor Corp. resumed limited pro- 
duction of Automagic washers and 
Gladirons at its Chicago plant this 
week according to H. C. Buckingham, 
vice president. 


Servel Distributors - - 


(Concluded from Page 1, Column 3) 


four conspired with an _ unspecified 
number of unnamed dealers in the 
Philadelphia area to fix prices which 
were higher than those charged to 
retail buyers in Camden, N. J., and 
Wilmington, Del. It was claimed 
that on one model, Philadelphia buy- 
ers paid $35.80 more than purchasers 
in the Camden district. The bill also 
stated that the conspiracy has been 
in existence since 1946. 

Philadelphia Gas Works and Motor 
Parts are the exclusive distributors 
of Servel gas refrigerators in the 
Philadelphia area. 


Wagner Elected Vice President 
Of Eureka Williams Corp. 


BLOOMINGTON, Ill.—T. H. Wag. 
ner has been elected vice presiden 
of Eureka Williams Corp., H. W. 
Burritt, president, has announced. 

Wagner joined the company in 194) 
as a sales statistician, later becom. 
ing assistant to the president. Whe 
Eureka merged with Williams Oil-C - 
Matic Heating Corp. in 1945 to fori 
the present company, Wagner als) 
became treasurer. He will continie 
as treasurer in addition to his ney 
duties as vice president. 


Seeger Moves All Coldspct 
Production to Evansville 


EVANSVILLE, Ind.— Completicn 
of a multi-million dollar program io 
concentrate production of Sears, Roe- 
buck & Co.’s Coldspot refrigerator ia 
Evansville has been announced hy 
Seeger Refrigerator Co. 

The company now claims that iis 
750,000-sq. ft. plant here is the larz- 
est in the world devoted exclusively 
to the manufacture of household re- 
frigerators. 

Formerly, Seeger made some Cold- 
spot cabinets in its St. Paul plant. 
All cabinets, units, and parts are now 
produced and assembled here. 

A two-story warehouse for the 
storage of both raw materials and 
finished products is now under con- 
struction. The company expects this 
building to help level out the employ- 
ment curve since it will permit stor- 
age of refrigerators produced in the 
slow season for distribution when 
demand picks up. 


the most valuable franchise in the industry 


PROFIT-PLUS is the big advantage in every York product. It means profit 
for vou as a dealer and greater profit for your customer. 


NOW is the time to investigate the York Dealer Franchise. It may cover one or 


A CONDENSING UNITS 
(for every refrigeration installation) 


all of the products shown above. You—as a dealer—may qualify for a York Fran- B AUTOMATIC ICE MAKERS 
chise to sell one or all of these outstanding products—all leaders in the industry. (crushed and cubed ice) 
Here’s your big chance to step into a selling picture that’s packed with plenty of C YORKAIRE ROOM CONDIT!ONERS 


potential profit in good times and bad. 


CONSIDER this: 


The new line of Yorkaire Room Conditioners and 
Yorkaire Conditioners—the most sensational 
yet developed by the industry—is NOW being 
shown to distributors throughout the nation. 


AGGRESSIVE York sales aids include year-round promotion, training, national F 
and trade advertising, publicity and the prestige of a great name known for over 


75 years for developing constantly improved products. 


INSURE your future by selling products that better your customer's business 


. that provide PROFIT-PLUS. 


Write today to York Corporation, York. Pennsylvania. 


PIONEERS 
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INVENTION AND DEVELOPMENT SINCE 
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(the industry’s most comple’: line 
window and console models 


D UNIT COOLERS 
(full line to meet every cc mercial 
refrigeration need) 


E YORKAIRE CONDITIONERS 
(sensational new line for cc mercial 
or residential applications) 


FROZEN FOOD CABINETS 
(for your quality market—co mercial 
and residential units) 


G FLAKICE MACHINES 


(frosty ribbons—upto 2’2ton. ef day) 
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